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Over 5,500 people attended the opening of Pat Harvey's "'Greenbrier'’ development. (See page 7.) 
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It’s 
WHO 


you know 
that counts... 


WHEN IT COMES TO REAL ESTATE INFORMATION 
AND ADVICE IN WESTERN CANADA! 


Put your problems in the hands of Boultbee, Sweet who know 
Real Estate in Western Canada. Then you will rest assured that you have a depend- 


able ‘on the spot’ correspondent to answer your enquiries and to give prompt 
service. 


The new Eastern Department of Boultbee, Sweet is geared to 
act as the Western office of reputable Eastern brokers and to keep them up to date 


on developments in this fast-moving area. 


As a large, experienced Real Estate House, dealing also in 
mortgages, investments, insurance and sub-divisions, Boultbee, Sweet are in an excel- 


lent position to provide the most accurate current information on all phases of the 
business. 


Why not get to know us, by writing soon? 


Eastern Department, Boultbee, Sweet 
& CO. LTD. 


555 HOWE STREET, VANCOUVER, B.C. PHONE: PAcific 7221 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
* for it the respect it deserves.”—Charles Dickens. 


Some sobering warnings were given at a recent Municipal 

‘ Industrial Development Conference in Toronto, attended by 

500 Ontario industrial commissioners and municipal officials 

concerned with fostering economic developments. Their 

* warnings echoed some of the same admonitions made by 
Planner Walter Blucher (see page 9). 


eMore attention must be given to the conservation of 
water resources. In some sectors of Ontario pollution has 
been allowed to grow to calamitous proportions. 


* eMillions of productive hours are being taken from the 
Canadian economy through waste of time coping with 
traffic congestion. The problem will grow worse rather than 

. better through neglect. Cost is high now, but it will grow 
impossible if we delay in taking action. 


eFine agricultural land is being swallowed up through in- 
roads of urban development. Ontario is considering limiting 
housing growth on such areas. 


* Concerning the water problem, Dr. A. E. Berry, chair- 
man of the Ontario Water Resources Commission, stated 
that “the water resources of any country are particularly 


Koyl * important in the development of that country; there is an 
pod imperative need here for long-range planning”. 
W. Frank Johns, W. H. Flewwelling, “ , 
L. G. Daniel, Frank McKee - As measures to cope with traffic congestion, LeRoy D. 
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Owen, national president of the American Society of In- 
dustrial Realtors, suggested that efforts should be made to 
‘ thin out population in metropolitan centres; that develop- 
ment of natural resources should be encouraged in those 
areas whose populations are leaving to come to already 
o over-populated centres, in order to encourage them to re- 
main; that more realistic zoning practices be put into force 
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Why Is Money Tight? 


I presume that every realtor in 
Canda repeatedly has asked this 
question: why is money tight and 
expensive when we Canadians are en- 
joying the highest level of prosperity 
in our history? 


Indices of gross national product, 
industrial production, contracts a- 
warded, and housing starts are at 
very high levels—yes, even automo- 
bile sales are keeping pace with last 
year’s record-breaking totals. In 
fact, almost every indicator of econo- 


mic activity suggests boom and 
prosperous conditions in Canada. 
Everywhere we turn, we are told 


that the economy is healthy, strong 
and robust. 


But yet, at the very time we should 
have least expected it, money appears 
to be in short supply. WHY? 


There is another paradox which 
more directly confounds realtors, as 
well as the home-building and con- 
struction industries. 


I am sure all of you recall the 
Canadian chartered banks’ vigorous 
and enthusiastic entry into the mort- 
gage market. Considering the tempo 
of their first year’s operation, and to 
the vast pool of savings which the 
chartered banks control, it seemed 
reasonable for you to expect avail- 
able mortgage money to finance at 
least 125,000 housing units annually. 
Your hopes tended to be confirmed 
as housing starts increased by 11,000 
in 1954 and by over twice that num- 
ber (24,000) last year to an all time 
high of 138,276 starts in 1955. Natur- 
ally, this meant increased business 
for realtors as well as the entire con- 
struction industry. 


Part | 





Address by 
G. Clarence Elliott, 
Associate Treasurer 
The Great-West Life Assurance Company 
Before Members of the 
Canadian Association of Real Estate Boards 
Halifax - October 2, 1956 


This appeared to have been the 
opportunity you were waiting for; 
the new high level of home, commer- 
cial and industrial building would 
justify expansion of your business, 
with corresponding opportunities for 
increased profits. 


But what is the situation at the 
present time? 


Coincident with unparalleled pros- 
perity and the largest volume of sav- 
ings in our history, the chartered 
banks cut back their mortgage acti- 
vities this year. Home builders report 
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that it is extremely difficult to ob- 
tain mortgage commitments from any 
source today. Housing starts are ex- 
pected to decline during the balance 
of the year. This will result in fewer 
houses being completed in Canada 
next year. 


It is not difficult to understand 
one’s disillusionment with this turn 
of events. What has happened to the 
golden egg—not to mention the 
goose? 


Why IS money tight? 


There does not appear to be a 
simple answer to this question. On 
the contrary, the forces contributing 
to the tight monetary situation are 
extremely complex in character and 
are understood fully by only a few 
people. However, I would like to tell 
you my version of the situation in 
simple terms lacking technical de- 
tails. 


Economic Stability— 
Desirable Objective 

Before embarking upon a _ dis- 
cussion of the immediate reasons for 
the current tightness of money and 
its impact upon your industry, it is 
necessary to consider and understand 
the role of the federal government 
and the central bank in managing 
the economic life of our country. 


Since the great depression, and 
particularly since World War II, con- 
temporary governments in the free 
world have become increasingly in- 
terested in the overall welfare of 


their citizens. For instance, in Cana- 
da old age pensions and baby bonuses 
are evidences of the government’s 
desire to sustain a minimum level of 
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family income. They have become 
supersensitive to the economic and 
political consequences of unemploy- 
ment, and are equally fearful of the 
calamitous effects of spiralling in- 
flation. Maintaining a high and stable 
level of income is a formally an- 
nounced objective of our national 
government. 


In this regard it is of more than 
passing interest to note that in a 
speech to the Dalhousie Alumni Asso- 
ciation in Halifax on February 28, 
1955, the Hon. Mr. C. D. Howe said, 


“Since the end of World War II, 
the Canadian government has made 
a conscious and deliberate effort to 
influence the rate and direction of 
economic and industrial growth in 


Canada.” 


Many Strings to Bow 

There are a number of strings to 
the government’s bow to influence 
the economy’s growth: the govern- 
ment can, among other things, alter 
its policy with respect to taxation, 
public spending, debt management, 
and the availability of money. To 
achieve its objective at any given 
time, the government may use all 
media, several or only one, depending 
upon existing circumstances. 


Since the war, monetary controls 
have become an increasingly popular 
instrument for achieving the govern- 
ment’s economic objectives. Mone- 
tary policy is implemented by Cana- 
da’s central bank — The Bank of 
Canada. 


Speaking in Toronto, the governor 
of the Bank of Canada, J. E. Coyne, 
said, 


“The objectives of the monetary 
policy of the Bank of Canada relate 
to the effective functioning of the 
economy as a whole. To carry out 
these objectives, it is necessary to 
study and keep in touch with the 
general level of the activity in the 
economy, its structure and develop- 
ment, and particularly with aspects 
of economic growth and change .. . 


Another assumption for 
maximum economic progress is that a 
high level will prevail more or less 
continuously over the period. You 
may consider this a tall order. Per- 
sonally, I am confident that the great 
depression of the thirties will never 
be repeated. 


“Under-employment of productive 
facilities on such a scale is inconceiv- 
able now that society has come to 
understand and is determined to use 
the instruments of fiscal and mone- 
tary policy to promote economic sta- 
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bility and expansion. That milestone 
along the road of social evolution 
has been passed. 


“The question remains whether 
fiscal and monetary policy will be 
used effectively not only to prevent 
a major depression, but to prevent 
unemployment rising beyond a moder- 
ate level if and when temporary re- 
cessions in activity occur. There 
seems to be little division of opinion 
in Canada over the principle involved. 
Naturally, there will always be dif- 
ferences of opinion over the timing 
of particular measures, and the mag- 
nitude of what should be done.” 


It is clear that the Canadian 
government and the Bank of Canada 
are dedicated to a monetary policy 
which will tend to encourage a sus- 
tainable economic growth in Canada 
—characterized by a high level of 
employment and high incomes. In 
the words of the governor of the 
Bank of Canada, “It is a tall order”. 


The tallness of the order was.beau- 
tifully expressed by the chairman of 
the Council of Economic Advisers to 
the President of the United States, 
Dr. Arthur F. Burns. He said: 


“Banking and credit authorities 
must tread the narrow road which 
separates the swamp of recession on 
the one side from the cliffs of infla- 
tion on the other. They face the 
problem of avoiding excessive credit, 
which would lead to excessive bidding 
up of prices and borrowing from the 
future, and sharply curtailed credit 
which might contract demand ex- 
cessively and make it impossible to 
finance desirable and economic pro- 
jects.” 


Dr. Burns concluded by saying: 


“In an economy like ours, poised 
on a high plateau, neither threat of 
inflation nor of recession can ever be 
very distant.” 


Inflation Equally Serious 

You do not need to be reminded of 
the consequences of deflation and 
economic depression. The decline in 
prices and general business stagna- 
tion, accompanied by increasing un- 
employment and mortgage fore- 
closures of the thirties is indelibly 
imprinted on your memories. 


Surely all of us will do everything 
we can to prevent a return of such a 
deep recession. However, most of us 
in business today actually lived in 
seriously depressed times, but few 
Canadians have lived in an economy 
where there was insufficient labor 
and materials to provide all the 


goods and services which people had 
the means to buy. 


Not having experienced it  per- 
sonally, and because its immediate 
short run effects are less painful, 
most of us fail to realize that the 
consequences of runaway inflation 
can be just as diabolical as the con- 
sequences of economic depression. 


Creates Gross Inequities 

When prices are rising, the cost of 
living tends to increase faster than 
wages, salaries and other relatively 
fixed money incomes. The vast blue 
and white collar segment of our 
population are unable to maintain 
their standard of living in the face 
of increasing prices, hence their 
ceaseless demands for higher wages 
in times of inflation are quite un- 
derstandable. Those living on a fixed 
dollar income from savings, pensions, 
and annuities find their living stan- 
dard declining in direct proportion to 
the degree of inflation. On the other 
hand, business profits and _ invest- 
ments in things (real estate and in- 
ventories for example) tend to in- 
crease in proportion to the increase 
in prices. Inflation creates gross in- 
equities within the social order. 


Increasing prices may endanger 
our standard of living in quite an- 
other way—we may price ourselves 
out of the world market. To the ex- 
tent domestic prices increase faster 
than prices in other countries, the 
competitive position of our goods and 
services is impaired in world markets 
and our income from exports will de- 
cline. As more than 20 per cent of 
our G.N.P. comes from the sale of 
goods and services abroad, it is clear 
that we cannot afford a sharp decline 
in exports and maintain the high 
living standards to which we have 
become accustomed. 


If permitted to continue uncheck- 
ed, prices will rise faster and faster 
as the dollar becomes worth less and 
less, and finally business will come 
to a near standstill as no one knows 
how much to charge for their goods 
and services. In the advanced stages, 
money will become valueless. 


In this decade of the 50’s, there 
have been three different occasions 
when it has been necessary to damp- 
en down the fire under the boiler in 
order to prevent the development of 
a threatening head of steam. In this 
regard, the Hon. Mr. Howe, speaking 
to the Hamilton Chamber of Com- 
merce on April 23, said: 


“On several occasions since the 
end of the war the government has 
had the unenviable task of trying to 








Because most of us have had no direct experience of 


inflation, we tend to minimize its effects — a dangerous error 


dampen down the rate of capital and 
consumer expenditure in Canada in 
order to keep the rate of expansion 
within the limits of fiscal capacity. 
That seems to be the problem today. 
I am sure that we were all somewhat 
startled at the results of the survey 
made by my department at the begin- 
ning of this year of the plans for 
capital expenditures for 1956. The 
survey indicated a 21 per cent in- 
crease in intentions based upon a re- 
cord capital expenditure for 1955. 


“For the time being it would ap- 
pear that not all these plans for ex- 
pansion are capable of immediate 
realization. That being so, it is the 
duty of the whole business commun- 
ity, and of all governments acting in 
the public interest, to do what they 
can to prevent competition for mater- 
ials and manpower from driving up 
costs. When attempts are made to 
do more than is physically possible 
no one gains and the whole commun- 
ity may suffer. It is in the light of 
such facts as those that the Minister 
of Finance brought down his recent 
budget and the Bank of Canada has 
been taking steps to control the ex- 
pansion of bank credit.” 


In summary, the central authori- 
ties are trying to encourage the 
maintenance of a healthy Canadian 
economy coincident with the maxi- 
mum rate of economic growth that 
can be sustained without periods of 
inflation or recession. 


This is a very worthwhile objective 
and one which all of us, irrespective 
of the nature of our vocation, can 
wholeheartedly subscribe. 


Let us review the trends that were 
developing in 1955 and 1956 and try 
to measure their significance in 
terms of our economy’s overall 
health. Were inflationary or defla- 
tionary forces developing which, if 
left unchecked, would impair the 
health of our ecenomy? 


Economic Conditions In 1956 

The present spending boom started 
in 1955 at a time when there was 
some slack in Canada’s productive 
forees—when pressure in the boiler 
was on the low side. 


You will remember that during the 
last quarter of 1953 and the first nine 
months of 1954 spending was cut 
back while the labor force and the 
stock of plant and equipment con- 


tinued to expand at about the same 
rate as they had been for several 
years. 


These developments produced a 
post-war unemployment peak in 
March 1955 when 401,000 persons 
were seeking employment and the 
overall indicator of economic condi- 
tions, the G.N.P., declined by two 
per cent. This was not a very serious 
recession but it did prompt the Bank 
of Canada to follow an easy-money 
policy early in 1955. 


Accordingly, mortgage money was 
in abundant supply and interest rates 
were correspondingly low. This situa- 
tion encouraged increased consumer 
and capital spending and the ulti- 
mate re-employment of our idle pro- 
ductive capacity. 


During the spring and summer 
months of 1955, the government and 
the Bank of Canada must have been 
pleased when spending increased in 
various sectors of the economy. The 
slack in capacity which had develop- 
ed in the preceding 12 months was 
progressively taken up as increasing 
sums of money were spent on con- 
sumer goods and capital investment, 
including new homes. By mid-year it 
was clear that a broad and massive 
expansion of consumer and capital 
expenditure was underway. 


Consumer and capital expenditures 
continued at an abnormally high 
level during the last half of 1955, 
and by year-end it appeared certain 
that many industries were reaching 
maximum capacity and that the 
labor pool was nearing exhaustion. 
It became apparent that the increase 
in economic activity had been at a 
greater than normal rate—the fire 
under the boiler was hotter than 
usual. 


The growth in 1955, measured in 
terms of the G.N.P., was 10 per cent 
—compared with an expected in- 
crease of five or six per cent. 


This appeared to be more than a 
sustainable rate of growth, especially 
when it is recognized that the gallop- 
ing advance in economic activity was 
being fed by a liberal expansion of 
bank credit. The money supply was 
tending to outpace the increase in 
production and if continued uncheck- 
ed would lead to inflation. The 
money supply increased sharply dur- 
ing both 1954 and 1955— it increased 


about 18 per cent in 24 months with 
an increase of roughly 12 per cent in 
production during the same period. 
Fortunately, prices remained rela- 
tively stable during most of this 
period, but upward pressures were 
visible at the year’s-end —- December 
1955. 


In managing the nation’s monetary 
affairs, it is the objective of the 
Bank of Canada to moderate the 
supply of money in such a way as 
will permit Canadians to transact 
their day-to-day business without a 
change in the general level of prices. 
The Bank does not wish to limit ex- 
pansion and development, just for 
the sake of imposing limitations. On 
the contrary, they are endeavoring 
to match available funds to our 
physical capacity to produce goods 
and services. It is the Bank’s object- 
ive to provide as much money as we 
can spend without driving up prices. 
In this connection, James E. Coyne, 
the governor of the Bank of Canada 
in June said: 


“The projects for which funds are 
required have given every indication 
of being more, in total, than the phy- 
sical potential of the economy. To 
permit the supply of money to be- 
come excessive, to expand to the full 
extent of the demand at the pre- 
existing level of interest rates, would 
in such circumstances be clearly in- 
flationary; it is the duty of central 
banks not to give way to the demand 
for such an excessive financial ex- 
pansion. 


“I am speaking of overall totals; 
monetary policy as such does not deal 
with the allocation of financial re- 
sources to particular persons of en- 
terprises or regions.” 


Consequently, providing the right 
level of money supply requires a full 
appraisal of economic prospects. 


At the beginning of 1956, the Bank 
had to ask itself: “Will there be 
enough people to fill all the jobs, and 
enough materials to meet the needs 
of business?” 


The Bank correctly reasoned that 
it would be inflationary to permit 
the money supply to keep on rising 
if labor and materials were in such 
short supply that a corresponding in- 
crease in the production of goods and 
services was unattainable. 


END OF PART | 


Carefully Planned and Co-ordinated 


Promotion Proves Key to Subdivision Success 


Brantford Realtor Pat Harvey Describes Step-by-step 
Development of Publicity Campaign (See Cover Picture) 


Over 5,500 people inspected three 
completely decorated and furnished 
sample houses at a new development 
at Brantford known as “Greenbrier”. 
This unprecedented crowd resulted 
from hard-hitting advance publicity 
on the part of the realtor, Pat Har- 
vey of Brantford. 


The first word of the development 
when the land was purchased last 
fall was made public by a headline 
story in which the developers were 
interviewed and the members gave 
earefully prepared statements on 
policy and plans. 


‘Home Show’ Kickoff 

In April of this year Pat Harvey’s 
office staged a “Home Show” at the 
Masonic Hall in Brantford for three 
days. This Home Show contained dis- 
plays by manufacturers, suppliers and 
sub-trades. It was covered by con- 
siderable newspaper and radio pub- 
licity and had remote control broad- 
casts each evening at supper time. 
This broadcast was very effective in 
bringing people to the evening show- 
ing. During the broadcast, members 
of Mr. Harvey’s staff, his principals 
and some of their employees—people 
connected with sub-trades, etc., were 
interviewed. 


Delays occasioned by a shift in 
municipal policy threw the program 
off schedule. The tightening of cre- 
dit restrictions also presented prob- 
lems for the developers from the 
standpoint of borrowing for improve- 
ments as well as obtaining specula- 
tive loans. However, despite these 
drawbacks nine homes were started 
—six of which were sold and three 
kept as samples. There are about 30 
applications being processed now, but 
all have to be on an owner-applicant 
basis for the time being. 


Mr. Harvey established a tempor- 
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ary office on the site this summer 
and has now moved his office into the 
recreation room of the _ split-level 
home. This on-the-spot contact is 
proving very successful. One great 
advantage is the availability of the 
superintendent of construction and 
the architect. 


Ad Agency Engaged 

In this case the realtor engaged 
an advertising agency and has used 
them in all his promotional schedu- 
les; they have produced a very attrac- 
tive brochure with sample plans and 
sketches and designed all the news- 
paper advertising. A 10-page news 
and advertising section appeared in 
“The Brantford Expositor’ on Octo- 
ber 5. This combination of news 
stories and ads by the suppliers and 
sub-trades heralded the opening 
“Home Show’. Both Home Shows 
featured public service aspects such 
as free pony rides for the children at 
the Thanksgiving showing. At both 
Home Shows there were baloons, 
school rulers, pencils and other novel- 
ties given out to children. There was 
a draw each evening for a television 
set or clothes dryer at the April 
showing. Shortly after the Thanks- 
giving opening Mr. Harvey held a re- 
ception on the premises and a private 
showing for people who had been 
helpful and co-operative and interest- 
ed persons such as bankers and 
mortgage companies. 


The unique features about this 
development include what the devel- 
opers call ‘color-key styling’. This 
means that as well as interior color 
styling, purchasers are confined to 
groups of matching colors for out- 
side trim and roofs each street is 
planned in compatible color. The sub- 
division is also internally zoned, pre- 
venting mixtures of high and low 
pitched roofs and high and low priced 


housing or any characteristics which 
might not harmonize. 


Included in every home are such 
features as 100-amp Red Seal wiring, 
glasteel or copper water tanks, door 
chimes, double glazing, aluminum 
combination doors, steel kitchen cabi- 
nets and colored bathroom fixtures. 
A great deal of interest has been a- 
roused by the cathedral ceiling effect 
shown in these sample homes and it 
is expected that this feature will be 
prevalent in many future homes. 
Modernfold doors and silent light 
switches are also included in standard 
homes and all electrical service is 
underground. 


There will be ornamental concrete 
light standards throughout the sur- 
vey. Any necessary poles will extend 
along the rear of lot lines and all 
lawns are extended to the road line. 
There is a control on fencing and of 
course a single family residential by- 
law. The entire survey is lined with 
trees and it represents an ideal resi- 
dential site. 


Other planning features include 
safety-planned curved streets, plenti- 
ful water supply from municipal ar- 
tesian wells, pre-paid improvements, 
park and school site and shopping 
centre site. 
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CMHC Releases Statistics on 


Construction For First Quarter 


House building activity in the first 
quarter of 1956 was higher than in 
the corresponding period of 1955, 
but lower than in the third and 
fourth quarters of that year even 
when allowance is made for season- 
al factors. Shortages of serviced 
land were responsible for much of 
this decline, but tightening credit 
conditions were also beginning to 
have their effects on the rate of 
new dwelling starts. Nevertheless, 
starts in the first quarter of the year 
were at a rate of over 130,000 per 
year. 


House-Building Activity 
Expenditures on new residential 
construction amounted to $276 mil- 
lion in the first quarter of 1956, this 
being seven per cent more ‘than in 
the first quarter of 1955. Of the in- 
crease, three per cent represents 
price increases while the volume in- 


ADVERTISING 
RESULTS 


that produce 
DOLLARS 
and CENTS, 


It’s like having a staff of 
highly skilled experts on your 
sales staff when you use the 
pulling power of The Jour- 
nal’s classified pages. Copy 
and layouts are professionally 
created, smartly executed, to 
give your advertising genuine 
Sales appeal. 


In the Edmonton 
trading area, no 
other single medium 
can offer you more 
than a fraction of 
The Journal's coverage. 


THE EDMONTON 


JOURNAL 


"One of the Eight Southam Newspapers" 





crease was four per cent. On a 
seasonllay adjusted basis, expendi- 
tures on privately-initiated dwellings 
were at an annual rate of $1,428 
million, compared to $1,532 million 
and $1,584 million in the third and 
fourth quarters of 1955. 


Dwelling starts in centres of 5,000 
population and over totalled 12,029 
in the first quarter of 1956, 12 per 
cent higher than in the corresponding 
period of 1955. Completions at 20,000 
were up three per cent. Preliminary 
data on starts in these areas in April 
and May suggest small year-to-year 
declines leaving the five month total 
slightly ahead of that for 1955. 


While the first quarter increase in 
dwelling starts took place in most 
regions, declines were reported in 
Toronto and Vancouver. These de- 
clines do not appear to be the result, 
at least not directly, of tight credit 
conditions. In both centres consider- 
able difficulties have been reported 
in the respect of the supply of ser- 
viced land. In Vancouver, restrictions 
have been placed on the availability 
of loans under the National Housing 
Act fo rdwellings to be built on land 
lacking piped sewer facilities. In 
the Toronto metropolitan area the 
situation in respect of serviced land 
is critical. 


The declines in these two cen'tres 
explain much, though not all, of the 
seasonal drop in housing starts in 
the first quarter of the year. In 
April and May, however, the effects 
of the credit situation on the avail- 
ability of funds for mortgage loans, 
and for other credit for house-build- 
ing activities, were more marked, 
and resulted in year-to-year declines 
in dwelling starts in a number of 
centres. 


Despite the increase in dwelling 
completions, the stock of completed 
but unsold dwellings in the larger 
urban centres at the end of May 
was well below that of a year earlier 
—1,291 compared to 1,338 units. 


Real Estate Lending 

There was a marked decline in 
institutional mortgage lending for 
new residential construction in the 
first quarter of 1956. While the value 


of all mortgage loans approved by 
lending institutions, at $201 million, 
was two per cent higher than in the 
first puarter of 1955, the value of 
loans approved for new residential 
construction was down by 12 per cent. 
In terms of dwelling units, this re- 
presented a decline from 17,233 to 
14,253 units. While the ratio of dwel- 
ling starts to mortgage loan approv- 
als is not constant, the fact that 
starts have held up so well in spite 
of the reduction in institutional lend- 
ing suggests that there has been a 
considerable increase in other types 
of financing. This would include the 
investment of domestic and foreign 
funds in apartment building in Tor- 
onto and Montreal by means other 
than through the mortgage market. 


In both centres starts of these 
dwellings were higher in the first 
quarter of 1956 than in the corres- 
ponding period 1955. 

Both National Housing Act and 
conventional mortgage lending de- 
clined. Under the Act there was a 
17 per cent decline from the previous 
year in the first quarter. All of this 
decline took place in Vancouver and 
Toronto. For April and May the 
year-to-year decline amounted to 14 
per cent. For the five month period, 
loans were approved for 20,181 dwel- 
ling units in 1956 compared to 23,822 
in the corresponding period of 1955. 
Lending by the chartered banks suf- 
fered the largest cut-back, 19 per 
cent compared to 14 per cent for all 
other lenders during the period. The 
decline in bank lending was particu- 
larly evident during April and May; 
the activity of non-bank lenders, 
however, showed some improvement 
in these months. 


Conventional institutional mort- 
gage lending on existing dwellings 
and on non-residential property in- 
creased from $62.8 million to $82.8 
million. 


There was a substantial increase 
in activity in ‘the secondary market 
in insured mortgage loans. The value 
of mortgages sold amounted to $12.5 
million, equivalent to 71 per cent of 
all such sales in the full year 1955. 
Most of the transactions continued 
to be sales by the chartered banks 
to pension funds. Sales of mortgages 
to individuals were reported for the 
first time: 44 sales amounting to 
$390,000 being recorded. 


Population and Income 

The number of families increased 
by 5,600 in ‘the first quarter of 1956 
compared to 4,900 in the correspond- 
ing period of 1955. Marriages were 
up from 19,400 to 21,100 over the 
same period. 


Real incomes continued to rise. 
The increase from the previous quar- 
ter in per capita real income, after 
allowing for seasonal factors, was one 
per cent. Compared to the first quar- 
ter of 1955, the increase was five per 
cent. 


Building Costs 

The heavy demands for construc- 
tion materials and labor, associated 
with the expansion of non-residential 
construction, resulted in some further 
price increases during the period 
under review. 


The index of prices of residential 


building materials moved from 126.1 
in December, 1955, to 128.7 in April. 
The index of average hourly wage 
rates of construction workers went 
up from 147.2 to 147.6. As a result 
of these increases, the combined in- 
dex of material prices and wage rates 
went up from 134.0 in December to 
135.8 in April. This was four per cent 
higher than in April 1955. 

Lot prices continued to increase. 
The average price paid for lots for 
bungalows financed under the Nation- 
al Housing Act in the first quarter of 
the year was $1,955. In 1955, the 
average price was $1,788. 


Planner Admonishes Canadians 


To Profit by U.S. Mistakes 


Walter Blucher, widely-recognized 
U.S. planning authority, gave Metro- 
politan Toronto some down-to-earth 
advice on evading the mistakes that 
have been made in his country in an 
address recently to the Canadian Club 
in Toronto. Mr. Blutcher is well ac- 
quainted with Metro, being one of its 
consultants. 


“Planning in North America is far 
past the stage of just drawing lines 
on a map,” said Mr. Blucher. In re- 
viewing some of the most radically 
new problems facing planners, he 
pointed to the great atomic energy 
plant construction programs being 
carried out in the U.S. Many of them 
are now, or will be, adjacent to the 
cities they are designed to serve with 
power. Yet no standards exist for 
their construction, little or nothing 
is known about the dangers which 
may be inherent in their presence. In 
spite of this, planners are expected 
to zone the areas they stand on, and 
they must do it today. 


Estimates "Way Short 

He went on to show how population 
increase estimates have fallen short 
of actual developments. If present 
trends continue, estimates made a 
few years ago on population in 1960 
will be short by 25 per cent. Yet the 
planner must plan today. 


Though the United States is the 
richest country in the world, grave 
community problems of water, sani- 
tation, schools, highways and trans- 
port, police and redevelopment exist 
and are growing more grave. 


Mr. Blucher gave two main reasons 
for this serious state of affairs: 1) 
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mal-distribution of the tax base; and 
2) refusal on the part of individual 
communities to accept the necessity 
for metropolitan government. In one 
major metropolitan area in the U.S. 
there are no less than 1,000 individual 
units of government which have to 
be dealt with. 


First Brave Step 

Toronto, said Mr. Blucher, at least 
has taken one brave step—she has 
metropolitan government. This is an 
experiment which authorities all over 
North America are watching with 
keen interest. So far as planners are 
concerned, it must work, for only 
then will they be able to bolster their 
cases in their own communities. 


Suburban growth is proceeding at 
a break-neck speed, Mr. Blucher as- 
serted. That population in the City 
of Toronto has fallen in the last few 
years while population in all of Metro 
as a whole has risen enormously, 
proves this fact. The same thing is 
occurring all over the continent. Even 
at present, it’s a fairly short haul 
from the city—the source of services 
and employment in most cases—to 
the suburbs. But as our population 
increases ‘“‘the short haul is going to 
turn into the long haul’, and costs 
of services will rise astronomically— 
“seometrically, not arithmetically”. 


Demand for regional shopping cen- 
tres will increase, as it has in the 
U.S. These are as opposed to com- 
munity shopping centres. For these, 
one or two key stores are absolutely 
necessary to success—supermarkets 
or department stores, depending on 
needs. Developers in the U.S. are 


finding that they have to offer special 
incentives to these key stores to lo- 
cate in their centres, which means in 
many cases that the smaller stores 
have to make up the difference in 
rental. 


“Are you in Canada going to get 
in on the tail end of our experience 
in the U.S. or are you going to get 
in at the beginning? Are you going 
to repeat our mistakes or learn by 
them?” asked Mr. Blucher. He ex- 
pressed a fear that in Toronto one of 
the worst features of U.S. develop- 
ment is being repeated. That is undue 
speculation in property. He was 
shocked at the prices being asked and 
in some cases given for industrial and 
residential land around Toronto; it 
reminded him of the worst land spe- 
culation as it took place in the US. 
around 1929. 


What will be the results of this 
speculation? We will price ourselves 
out of the market. Large areas of 
land at present surrounding the de- 
veloped areas of Toronto may be 
jumped by industry and home build- 
ers, and they may well remain vacant 
for years while land beyond them is 
developed, it being available at a 
more reasonable price. 


Planning has been too little and 
too late up till now, concluded Mr. 
Blucher. It you’re going to fight, 


fight over something big. Lack of 
imagination, courage and bigness re- 
sult in nothing but planning failures. 
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National House Builders Meet 


With CMHC President Bates 


Some 40 Canadian house builders 
met with officials of Central Mort- 
gage and Housing Corporation in Ot- 
tawa late in October. The visiting 
builders, most of them senior mem- 
bers of the National House Builders 
Association, were welcomed to the 
CMHC _ headquarters by Stewart 
Bates, president. 


In his remarks, which opened the 
day-long session, Mr. Bates expressed 
the opinion that future historians 
would call the last 11 years in Canada 
the “urbanization boom”’. 


“At this stage in the boom the 
house-building industry has a differ- 
ent status from its earlier one,” he 
said. ‘“The pressure of post-war hous- 
ing demand made housing one of the 
primary innovators of the boom. But 
the big demand from returning vet- 
erans and new families is now off. 
The industry is in a new phase in 
which it is competing with many 
other industries for the consumer 
dollar. We all know that many people 
still need new accommodation but for 
economic reasons many cannot and 
some will not create demand for the 
builders’ product.” 


Mr. Bates said that the boom had 
been one of the first magnitude in 
Canada. The United States was some- 
what ahead of us and despite the 
difficulties now being faced was con- 
tinuing to produce more goods. In 
Canada we were finding some prob- 












lems in the consumer goods sector 
but we are also building more fac- 
tories to produce more goods. Mr. 
Bates reminded the group that the 
boom had now lasted over a decade 
but suggested that at present every- 
thing pointed to continued expansion 
of Canadian industry in general for 
1957. 


Foremost Consideration 

He said that the mortgage situa- 
tion for 1957 would “be foremost in 
the builders’ minds” but reminded his 
listeners that investment was con- 
tinuing at a high level. There were 
two sets of criteria to watch. The 
advertising of bond and stock issues 
indicated pressures for the fall of this 
year on investment funds and the 
savings in Canada and the United 
States, despite increases, ‘“‘were just 
not enough to go around’’. The second 
criteria the builders should watch 
was the Federal Government survey 
in the late fall of investment inten- 
tions for the next year. This survey 
showed the capital investment plan- 
ned with the figures being available 
in January. 

“If investment intentions of busi- 
ness, utilities and governments are 
up by 10 per cent for next year, pres- 
sure on mortgage lending will con- 
tinue and private lenders, as in the 
past, will make the decisions as to the 
distribution of available funds.” 


In concluding his remarks, Mr. 


Bates said that house builders have 
a number of problems and that he 
knew of few industries that had to 
deal in so much detail with the gov- 
ernments at all three levels. He said 
the industry had to find some means 
for simplification of these problems 
since it was no longer possible to 
pass them along to the purchaser in 
increased costs. Because of the popu- 
lation structure in our country we 
might have to wait 10 years for the 
next big demand for housing, unless 
housing costs could be reduced to 
bring in more home-owners in lower 
income levels, or unless more older 
parts of cities could be rendered ob- 
solete. 


CMHC officials who addressed the 
builders today included J. S. Hodg- 
son, director of the Development 
Division. 


In giving some detail of the work 
of the departments within the Devel- 
opment Division, Mr. Hodgson noted 
that the planning activity of the 
architectural department in the last 
12 months had included the review of 
builders’ subdivision plans involving 
some 65,000 lots with smaller sub- 
divisions being reviewed by local 
offices of the Corporation across the 
country. In building materials work 
over 400 new materials had been ac- 
cepted in the past year for use in 
housing financed under the National 
Housing Act. In the economic re- 
search and statistical fields market 
studies were being developed, the 
base of “feed-in” of information from 
across the country was being broad- 
ened, information on rental rates and 
vacancies in principal cities and more 
information on prices of housing was 
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being gathered for the use of all con- 
cerned with housing. Basic economic 
and statistical material to support 
the studies had been obtained for 400 
of Canada’s largest municipalities. 


In reviewing the 1956 amendments 
to the slum clearance section of the 
National Housing Act, Mr. Hodgson 
expressed the opinion that this sec- 
tion would assist private builders. He 
said that several cities had under- 
taken urban redevelopment studies 
and that the study completed in To- 
ronto had revealed over 1,000 acres 
of blighted land. 


J. Allan Jones, director of the Loan 
Insurance Division, CMHC, said that 
there had been recent improvement 
in the number of houses provided 
with sanitary sewer services as op- 
posed to septic tanks. He noted that, 
more and more, the cost of services 
was appearing in the mortgage as 
builders were required to do their 
own servicing. This had raised the 
ratio of land cost to construction cost 
to a very high level and as a result 
builders were constructing larger 
houses in order to obtain the maxi- 
mum loan possible under the National 
Housing Act. 

He said that in a meeting last year 
with representative builders the Cor- 
poration had agreed to make two 
building cost surveys each year for 
appraisal purposes. The first in 1956 
was made in May and resulted in 
changes in Corporation appraisal 
rates on July 1. The second was now 
underway and results were expected 
by November 15. Any necessary 
changes in rates would be effective 
on January 1 of 1957. He advised 
the builders that the Corporation was 
giving more attention to valuation 
for appraisal purposes as against the 
building cost approach. The valua- 
tion approach takes into considera- 
tion such additional factors as de- 
sign appeal, location and neighbor- 
hood amenities. 


Mr. Jones said that more builders 
were introducing warranties and 
guarantees and that these had de- 
ceased the number of complaints 
made to CHMC by purchasers. He 
said that the usual arrangement was 
for the builder to have the purchaser 
maintain a list of deficiencies with 
the builder returning at the three- 
month and nine-month intervals fol- 
lowing completion of construction to 
make good actual deficiencies. These 
methods had also helped the build- 
er by decreasing the total of daily 
telephone calls. One builder in the 
province of Quebec had introduced 
a novel guarantee by placing a red 
seal in the concrete foundations of 
his houses. 
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Zeckendorf 
Appraises Canada 


William Zeckendorf made a whirl- 
wind trip to Vancouver early in 
August. He was there one day, and 
made a luncheon address to a joint 
meeting of the Board of Trade and 
Kiwanis Club. 


A main point in his talk was the 
importance of city planning. He said 
the rate of progress will be seriously 
retarded unless city planners are wise 
in their handling of limited space. 
“The surface of the earth is the only 
finite commodity.” 


He singled out Los Angles as an 
example of a city whose growth has 
gone unregulated and termed its pop- 
ulation “‘a great mass of fluid subur- 
bia. It’s the only city where you 
can’t say ‘lets go out of town for 
dinner’, because there is no out of 
town!” 


He urged city planners to adopt 
strict zoning by-laws, emphasize the 
multiple use of land, and concentrate 
on good architecture and design. 


Mr. Zeckendorf emphasized that 
he wasn’t on a shopping tour of the 
west coast, but would do some “look- 
ing around to see what was going on”. 


Everyone knows of Mr. Zecken- 
dorf’s reputation in the real estate 
and developement fields, but what 
staggers the imagination of business- 
men is the improbability of some of 
his transactions. He has, for example, 
taken a cavernous riding stable out- 
slde New York and turned it into 
a TV studio. His firm’s profit—$600, 
000. He conceived the idea minutes 
after inspecting the stable. 


In another instance, he was ex- 
cavating for a huge structure in 
Denver. Crews bogged down in 60 
feet of clay that would make the 
cost almost prohibitive. Mr. Zeck- 
endorf told them to keep digging, 
and a few feet later they struck a 
rich vein of gold. He now sports 
two small nuggets as cufflinks to 
serve as a momento of the occasion. 
As he says, “It was a happy venture’’. 


What makes the man tick? “I deal 
in the realm of imagination. I feel 
that most of us have this ability, 
but just don’t develop it.” His field 
is “creative business. And since I’m 
on the go all the time, new projects 
keep accumulating in my mind.” 


Late in October Mr. Zeckendorf 
and Donald Gordon, CNR president, 
signed the deal involving the future 


terminal development in the heart of 
Montreal. A few days later Webb 
& Knapp (Canada) Ltd. were pre- 
paring to float a $25 million issue to 
provide funds for the Canadian 
“Rockefeller Centre” and for other 
projects of the company which are 
under consideration. Mr. Zeckendorf 
has revealed his company’s active in- 
terest in Toronto and Vancouver, 
and also in at least two other Cana- 
dian centres he declined to name. 


aw 

Lending activity under the National 
Housing Act during the first nine 
months of 1956 declined by more 
than $125 million as compared with 
the same period of 1955, Central 
Motrgage and Housing Corporation 
has reported. In terms of dwelling 
units the decrease was 28 per cent. 


Total house-building activity in 
Canada continued at a high level, 
Central Mortgage said. In munici- 
palities of 5,000 population and over, 
dwellings started for the nine-month 
period totalled 70,830, a decrease of 
only 4.9 per cent while housing com- 
pletions were up 4.1 per cent. Units 
under construction at the end of 
September totalled 57,725, a decrease 
of 6.9 per cent. 
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Vienna Scene of 1956 


International Real Estate 


Federation Convention 


By E. W. GLADSTONE 


Toronto Realtor 
Vice-President, International Real Estate 
Federation 


The beautiful city of Vienna, 
liberated from Russian occupation 
just under two years ago, played host 
to some 500 real estate men and 
women from nearly all the free 
countries of the world, June 12 to 
15. The choice of the convention city 
was made during the previous con- 
vention held in Geneva, Switzerland, 
to express the pleasure of the free 
world in Austria’s liberation. 


Canadian Delegates 

The Canadian contingent, about 25 
strong, included: Mr. and Mrs. W. H. 
Bosley, W. H. Bosley & Co., Toronto; 
Patrick Donnelly, A. E. LePage Ltd., 
Toronto; Mr. and Mrs. H. F. Fish- 
leigh, Harold F. Fishleigh Real 
Estate, Toronto; Mr. and Mrs. E. W. 
Gladstone, E. W. Gladstone Real 
Estate, Toronto; Mr. and Mrs. Emil 
Glaser, J. A. Willoughby & Sons Ltd., 
Toronto; Miss Muriel Harris, Cal- 
gary; Miss Edith Howitt, Farlinger 
& Langer Ltd., Toronto; Harvey 
Kalles, Roy Real Estate Ltd., Toron- 
to; Dominic Kirejezyk, Port Arthur; 
Mr. and Mrs. P. Langer, Farlinger 
& Langer Ltd., Toronto; Miss Muriel 
May, British Pacific Properties Ltd., 
Vancouver; Mr. and Mrs. A. Peacock, 
Oshawa; Mr. and Mrs. Norton Pen- 
turn, John Penturn & Sons Ltd., 
Toronto; Mrs. E. R. Speyer, Etta R. 
Speyer Real Estate, Toronto; Mr. 
and Mrs. Harvey Whiteside, Windsor. 


Other delegations were from Aus- 
tria, Belgium, Brazil, Denmark, 
France, Germany, Great Britain, 
Holland, Italy, Luxemburg, Mexico, 
Norway, Spain, Sweden, Switzerland, 
the U.S., and—for the first time— 
Australia. 


The majority of the Canadian 
delegates travelled as members of a 
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prearranged tour which, in addition 
to attending the convention, visited 
several other European countries and 
enjoyed a most interesting trip. 


The convention was held in the 
Gartenpalais Furst Liechtenstein, 
which is the former royal palace of 
the Princess of Liechtenstein. The 
convention hall was equipped with 
an instantaneous translation service 
whereby delegates could receive 
translations in English, French or 
German. 


The opening day welcome address- 
es were given by the President of 
the International Real Estate Feder- 
aration, by the Austrian Minister for 
Trade and Reconstruction, the Mayor 
of Vienna, and the Vice-Chancellor of 
the Republic of Austria. Following 
these, short speeches were given by 
the chairman of the delegations of 
each country. 


Socialist Incursions 

Then the real business session be- 
gan. The status of real estate in each 
country was discussed in detail, prob- 
lems of local and national natures 
were aired, commercial, industrial 
and residential expansion were con- 
sidered. The problem of slow incur- 
sion of socialistic tendencies toward 
property rights in different countries 
was one which occupied the centre of 
attention. 


In the afternoon of the first day of 
the convention, a visit was arranged 
for the delegates to Schonbrunn 
Palace, the residence of the former 
Emperors of Austria, followed by a 
ride to Kahlenberg through the 
romantic Vienna Woods. That even- 
ing a reception for the delegates was 
given by the Mayor of Vienna at the 
Kahlenberg Restaurant, followed by 





an outdoor dinner and merrymaking 
at the Wiener Heurigen Inn on top 
of the mountain. This Inn is world 
famous for its romantic presentation 
of Viennese Music and the glorifica- 
tion of the new wine. 


Next day, at the second plenary 
session, the main speaker was the 
delegate from Austria, Hans Plank. 
He explained in detail the suffering 
and the plight of the Austrian people 
during and following the war under 
the Russian occupation. He outlined 
the tremendous task of reconstruc- 
tion facing the land, but proudly 
pointed to the progress which has 
been made already. Visible evidence 
of this was seen everywhere; one 
example was the newly-reconstruct- 
ed historic Vienna State Opera 
House, a performance of which was 
attended by most delegates. Apart- 
ment and office buildings are under 
construction everywhere. The big 
problem facing the Austrian real 
estate profession is that of financing 
the tremendous amount of new con- 
struction. Particular attention was 
paid to the subject of construction 
and sale of co-operative apartment 
buildings. 

The afternoon session was devoted 
mainly to outlining practices of our 
profession in the different countries. 
Chairman of this session was H. de 
Schaller of Switzerland. Delegates 
from each country gave short ad- 
dresses describing the practices of 
real estate and the problems that 
face the profession in their countries. 


N.A. Practice Different 

It became evident during the dis- 
cussions that North American real 
estate practice is much different 
from that of most other countries. 
In Canada and the U.S. the main 


goal is selling property, but in other 
nations realtors are concerned much 
more with construction, financing, 
maintenance and operation of real 
estate. Real estate sales in most 
countries are regarded chiefly as an 
incidental sideline. 


The next day, discussions centred 
on industrial construction and the 
decentralization of industry as a 
natural consequence of the develop- 
ment of new town sites. Leonard 
Reaume of Detroit was chairman. 
The American system of real estate 
expansion was discussed in great de- 
tail—the transformation of small 
towns into prosperous industrial 
centres by the _ establishment of 
major industries in them and the 
natural consequences that followed 
such moves, including new construc- 
tion of highways, railroads, shopping 
centres and residential suburbs. 


Following this, international 
finance was the topic under dis- 
cussion: movement of currency from 
country to country, liberalization of 
convertibility regulations affecting 
free exchange, and the movement of 
capital funds. 


Rights of Property 


Debate was held on the following 
topics: the effect on_ individual 
liberty when rights of property 
ownership are violated by govern- 
ment intervention; the effect of ex- 
cessive public housing on individual 
property rights; the detrimental 
effect of prolonged rent controls and 
the consequent deterioration of rent- 
al property; the detrimental effect 
on property ownership by excessive 
taxation of family property; possi- 
bilities of establishment of limita- 
tions on property taxation; the re- 
lationship between good citizenship 
and democracy in a community or 
nation and the ownership of proper- 
ty; limitation of publicly-owned 
property as a competitor to free en- 
terprise. 


An innovation in the program of 
this conference was an entire after- 
noon taken up with the exchange of 
information about real estate invest- 
ment opportunities in _ different 
countries. This was a result of a 
resolution submitted at the previous 
convention in Geneva by the Cana- 
dian delegate, your author. At this 
session, delegates interested in pre- 
senting investment opportunities in 
their countries to other delegates 
had the chance to state propositions, 
exchange cards, set up business con- 
nections and geenrally open the way 
to do business together. Several 
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American and Canadian _ realtors 
took advantages of this to make new 
friends and establish new _  con- 
nections. 


Election of new officers was held, 
and Horace Julliard wes re-elected 
president of the Feleration. E. W. 
Gladstone was re-elected a_ vice- 
president. 


The convention 
general 


ended with a 
feeling of accomplishment. 


The next convention will be held in 
Wiesbaden, Germany, in 1957. 

In the opinion of the author, 
attendance at this convention was 
a worthwhile experience, and we 
recommend that any Canadian real- 
tor who is anxious to expand his 
field of operation and to raise the 
horizons of his professional know- 
ledge, should make an effort to 
attend this international convention 
next year. 


Tribute to Charles Purnell, 
Founder of C.A.R.E.B. 


At the recent C.A.R.E.B. confer- 
ence in Halifax, and the first C.I.R. 
annual meeting which followed it, 
particular tribute was paid to Charles 
Edward Purnell, the founder of C.A.- 
R.E.B. At the final banquet, retiring 
president Roy Patterson expressed 
the feelings of all those present when 
he cited Mr. Purnell’s great contri- 
butions to the cause of organized real 
estate in Canada. As noted in the 
last issue of the Realtor, the C.I.R. 
have appointed Mr. Purnell their hon- 
orary president. 


Charlie, the founder and first presi- 
dent of C.A.R.E.B., is a man who has 
spent most of his business career in 
the service of his profession and his 
community. He was born in England 
and came to Hamilton in 1911. A year 
later he entered the building industry 
and in 1920 opened his own real 
estate firm. 


He was president of the Hamilton 
Real Estate Board in 1938 and 1939, 
and president of the Ontario Associ- 
ation from 1941 to 1943. It was dur- 
ing this period that he conceived the 
idea of a Canadian Association of 
Real Estate Boards, and he was its 
first president from 1943 until 1946. 


His public service activities have 
not been confined to organized real 
estate. He was a founding member 
of the Ontario Property Owners’ As- 
sociation in 1935, and was its vice- 
president from 1939 to 1942. He has 
been a member of the Court of Re- 
vision for the City of Hamilton since 
1932, 18 of those years as chairman. 
Simultaneously he was a member of 
the Burlington Beach Commission 
Court of Revision for 17 years, 15 
years as chairman. In 1943 he was 
Progressive Conservative candidate 
for Hamilton Central. 





Charles Purnell 


Charlie is known as a highly-qual- 
ified appraiser, the Dominion and pro- 
vincial governments being among his 
clients. 


He is a forward-thinking man, in 
the best sense of the term. He is a 
leader among the members of his pro- 
fession at every level, he is one of 
the most respected citizens of the city 
of Hamilton, and has gained the af- 
fection of all his colleagues through 
his generosity with time, experience 
and ideas. 


Buy Christmas Seals 
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Help Fight TB 





Seasonal Curve for Co-op 


Sales Becoming Clear; 





Phil Seagrove, better known 
as "Mr. Co-op", with the 
monthly statistical summary 
of co-op operations across 
the country. 


September Total Down 


Total co-op sales for September are 
down to the level of April—at $2114 
millions. This reverses the encour- 
aging upward trend visible in the 
August figures, but only temporarily, 
it is to be hoped. If the monthly 
totals continue to hover between the 
$16 and $24 million figures and then 
go down slightly in the new year 
(see the graph) then we will have 
charted a fairly revealing curve show- 
ing the peak of activity to be in May. 
However, a full analysis of our first 
year’s attempt to graph co-op activity 
will appear in the February issue, 
when we will be able not only to 
analyze the 1956 figures, but begin 
to compare 1957’s figures with them. 
It should be interesting. 


Winnipeg and Ottawa have again 
changed places (fifth and sixth) in 
rank of co-op sales totals to date this 
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year; they're very close, however. No 
further changes occur until the 16th 
and 17th level, with Orillia and Oak- 
ville. St. Catharines has gained two 
places, and Brandon has gained three. 


The co-op statistics table is very 
revealing. Boards seem to go in 
groups of three or four, those within 
each group being amazingly close in 
their sales totals. It seems as if just 
a little extra push from any one of 
them could put them up several points 
in rank. 


There are only a few figures miss- 
ing from the table now. We urge that 
each Board should examine their own 
listing in the table to see what figures 
they should send in before next issue 
to eliminate the gaps. 


We've had an interesting letter 
from the Welland District Board’s 
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Total Sales This Year 
Total Sales This Month 





photo co-op. In 1955 they used 
methods similar to those of most 
other Boards: they charged a fee of 
five dollars for each listing which 
would then be photographed and sent 
out by the Board to all members of 
co-op — a total of nine firms. Also, 
the Board would retain a commission 
to pay the expense of distribution. 
Members found this method too 
costly and co-op was on the verge of 
collapse in Welland. However, the 
Board’s executive and some of the 
member firms resolved that this 
should not occur, and they formed a 
new co-op. In this one, in action 
since the beginning of the year, seven 
firms participate. There is no cen- 
tralization of listing distribution. In- 
stead, each of the seven member firms 
sends a copy of each of its own co-op 
listings to the other firms. No com- 
mission is charged by the Association, 
since it is providing no service, the 
full responsibility for distribution of 
listings being assumed by the mem- 
ber firms. Figures below show the 
increase in sales and total volume 
achieved by the Welland Board since 
the changeover in its co-op policy. 
1955 


(Conventional Method) 
(9 active members) 


Total listings—95 
Total sales—I! (13%) 
Total sales volume—$109,000 
Current listings—l0 


1956 (8 months) 
(New Method) 
(7 active members) 


Total listings—154 
Total sales—29 (18.85%) 
Total sales volume—$248,900 
Current listings—27 
A. G. Hornick of the Welland Board 
reports they hope to increase the 
1956 total by another $100,000 come 
the end of the year. “Believe me, it’s 
been quite a struggle, and I only hope 
that we become more successful next 
year,” he continues. It seems to us 
that the Welland Board members 
have all the necessary ingredients for 
success in co-op: a determination to 
make it work; and the ingenuity to 
adapt usual procedures to their own 
particular needs. We'll give you odds 
they'll achieve their goal. 
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APPRAISAL 
SECTION 


Your Appraisal Editor, J. |. Stewart, is a graduate 
of the University of Toronto and Osgoode Hall Law 
He has also successfully completed the 
Post Graduate Course in Town and Regional Plan- 
ning at the University of Toronto and is a graduate 
student in the Institute of Business Administration of 
the School of Graduate Studies, University of Tor- 
onto. Mr. Stewart is manager of the Appraisal and 
Mortgage Department of Shortill & Hodgins Ltd., 


For What It's Worth 


School. 


Toronto. 





J. 1. STEWART 
M.A.1., A.A.C.1., 
S.R.A. 


The Scope of an Appraiser’s Work 


(This is the First of a Series) 


In looking over the results of our recent work, the 
writer was interested to find how much of his time was 
devoted to matters which cannot strictly be considered 
as appraising; in other words, they did not have as their 
prime purpose the estimating of the value of any given 
property. 


Of course, like all active appraisers we have had a con- 
siderable amount of expropriation, and being a depart- 
ment of a fairly large realtor we have done a great deal 
of market value appraisal, particularly of industrial and 
commercial properties. 


However, even many of the above relatively standard 
appraisals can get into widespread ramifications when one 
follows the various facets of the problems through to 
their logical conclusions. 


There were six main classifications into which our work 
falls-which normally would not be considered as having 
too much relation to value estimates or expropriation. 


These are: 
(1) Land Utilization 
(2) Building Utilization 
(3) Real Property Management Problems 
(4) Internal Matters 
(5) Ownership, Tenancy and Financing 
(6) Locational Factors 


The way in which some of the problems developed are 
summarized in this and the succeeding article. 


(1) Land Utilization 


We were consulted by a number of clients who owned 
land which they either were using, or intended to use in 
their operations; these included a public utility which had 
surplus property; a radio station which had a chance to 
sell the land on which their transmitter was located; a 
speculative industrial builder (who had five mortgages on 
his property, paying from five to 30 per cent per annum 
in interest ! ! ); a speculative office building developer 
who wondered what the optimum size and height of his 
building should be. 


However, perhaps the most interesting assignment of 
this sort was a consultative retainer by a large building 
supply concern which has a number of yards in Ontario; 
these yards are used for storage and sale of building sup- 
plies and also as distribution points for ready-mixed con- 
crete. One of the yards was located in a residential area 
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which seemed to be eminently suitable for redevelopment 
for apartment purposes. 


In conducting our investigations as to the value of these 
yards, we had also to consider relocation of the existing 
operations and an interesting sidelight was disclosed; 
ready-mix concrete is actually made in the truck as it 
proceeds from the yard to its destination and on hot days 
it should not be in the truck for more than 30 minutes. 
Therefore, the blending yard must be located within a 
short distance of any potential customer and hence a 
supplier cannot concentrate his distributive facilities in 
one major yard but must disperse these throughout his 
area of service. The fact that this is a very real problem 
appears to be borne out in part by the great damage and 
destruction done by Hurricane Hazel in 1954 to new 
bridges erected by the Department of Highways of the 
Province of Ontario; some experts feel that pouring of 
concrete for some of these structures was carried out in 
hot weather and that trucks had to stand at the side of 
the road awaiting their turn to discharge their loads. 


The above are actually sidelights to an appraisal, but the 
reader will recognize their importance; certainly the 
owner could not dispose of his property unless and until 
he had obtained a suitable replacement which answered 
the basic requirement of proximity to his customers. 


Other Extraneous Considerations 

Other considerations which arose in this matter which 
one might consider as extraneous to the estimation of 
value was the question of the attitude of neighbors as 
far as the existing operation was concerned. Here we had 
an industrial operation which generated dust, noise and 
traffic among other nuisances and hazards; but the zon- 
ing was “industrial”. Under such a zoning classification 
no change to a higher use was possible in the municipal- 
ity in question and yet obviously a change in use was much 
to be desired by the residents and probably was in the 
future interests of the community. Here then the apprai- 
ser must make a decision; must he consider the highest 
and best use of the property as being that allowed by the 
zoning or as that which the residents (and probably the 
municipality) desired? Normally we would not go out- 
side the zoning by-law, but in this case we consulted with 
municipal officers and carried out a minor “door knock- 
ing” survey: the results of these enquiries justified the 
assumption that the zoning would be changed and hence 
that the value estimates should be made with a new high- 










ee a 


est and best use in mind; this assumption of course was 
made a “condition” of the appraisal and estimates. 


The actual mechanics of the appraisals were from this 
point on fairly standard. We considered comparable mar- 
ket data in order to estimate the value of the property 
as an apartment site; one further complication then arose 
and that was how dense a development would produce the 
optimum return to land. 


Use of ‘Land Residual’ Technique 

In order to be able to advise our clients as to this, we 
gathered rental, expense and construction cost data and 
applied these to varying sizes of hypothetical buildings 
and varying densities. We investigated the market in 
order to get evidence as to the rate of return on capital 
and the rate at which it should be repaid to the investor. 
We then processed these data into estimates of value by 
means of the Land Residual technique. 


It is suggested that this is a valid use of the Land Resi- 
dual technique. It is very dangerous to rely entirely on esti- 
mates of the actual value of land obtained by processing 
an assumed income stream which might arise due to 
ownership of a hypothetical new building; but here we 
relied on market data for our value estimate and then 
applied the residual approach to illustrate alternative 
schemes of development. 


One more problem which the appraiser may have to 
solve for his client is what that client should do with his 
property once the appraisal has been made. In the case 
under discussion it will be seen that the owner would 
have to weigh the alternative opportunitiy cost of holding 
his present property as against re-establishing his opera- 
tion at a new location. This involves far more than just 
the comparative values of the two sites, as the owner 
must also estimate all direct costs of moving and future 
added or lessened costs of delivery, etc. However, in the 
present case we were not asked to estimate these al- 
though in other retainers we have been. 


Many readers may feel that the above is beyond the 
capacity and perhaps even beyond the obligation of the 
appraiser. A synopsis of our approach to the matter has 
been set out therefore to illustrate that this is not neces- 
sarily so. One of the difficulties of relying on experience 
as the greatest of teachers is that experience only teaches 
negatively, i.e., by learning from mistakes. Many mis- 
takes can never be avoided in life, but one lesson which 
the above paper may illustrate is that by careful enquiry 
and “following his nose” the appraiser can learn, not only 
from experience and educational courses, but also from 
a careful investigation into what the problem really is. 
Then by careful enquiry aimed at acquainting him with 
salient information he will evolve solutions for the 
problems. 


(2) Building Utilization 

The problems generally arising as to the use to which 
a building should be put, in as far as our work was con- 
cerned, fell into sub-headings which are listed below: 


(a) Surplus space or too little space. 


(b) How to dispose of any surplus space—i.e., by selling 
or renting. 


(ec) In expanding or moving whether to build (or buy) 
for present requirements or with an eye on the future. 


(d) Whether to acquire neighboring property for ex- 
pansion or move to a new location. 


All realtors and appraisers will recognize that the 
above problem is a very real one. Many office and indus- 
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trial users of real property are located in the congested 
parts of towns and cities; they realize that congestion is 
costly and so want to solve their problem. They realize 
too that with a continuing nationwide economic boom 
they will be called upon to produce more and more from 
their present plants. 


Without going into all of the above matters, a general- 
ization can be drawn as to the main problem and its 
solution; basically we have found in trying to advise our 
clients that they must consider what we call ‘the alter- 
native opportunity” costs. 


To illustrate, if a firm needs to expand it must con- 
sider, on the one hand, for what amount it could purchase 
neighboring property, build thereon and equip the new ad- 
dition, then what its overall costs would be with the ex- 
panded operation. On the other hand, it must estimate its 
costs of relocation (less whatever it salvages from the dis- 
posal of its existing plant) and then what its overall costs 
would be in the new location. 


Oversimplification of Complexity 


The above is, of course, very much of a simplification 
of some very complex problems; we in our capacity as 
appraisers need not go into all the complications, but as 
mentioned earlier in this paper, if we keep an open mind, 
ask questions and ‘follow our noses” a lot of problems 
will be raised. Then we must either try to answer 
them or point them out to our clients so that they will 
recognize them. 


One point which we had to consider will illustrate some 
of the problems. We were asked to appraise a five-storey 
industrial warehouse and office building in central To- 
ronto; it had a single storey addition built on. In discus- 
sions with the owners it was learned that while they had 
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and American INDUSTRIALISTS and MANU- 
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a total of about 100,000 square feet they required only 
about 40,000 square feet for their own operation. 


Their distribution costs were high due to congestion 
of traffic and yet their business was such that they had to 
make pick-ups and deliveries several times a day. Their 
processing had some complex parts to it which required 
highly trained personnel; the building was in good 
condition. 


Alternative Opportunity Costs 

From our discussions with our clients it appeared that 
their key personnel all lived to the west of their plant and 
yet they had been looking at new potential sites way out 
on the easterly limits of Toronto. Was it an appraiser's 
job to point out that one of their ‘alternative opportunity 
costs”’ in moving to the east end might be the loss of four 
highly trained technical experts? One might say it was 
not, but we felt the matter should be raised and as a re- 
sult of our suggestions the firm abandoned the idea of an 
east-end location. 


Another thing the clients did not realize was that in 
order to rent the third to sixth floors they would have to 
install an automatic passenger elevator at a cost of about 
$35,000. This amount would, of course, have to be amor- 
tized over a reasonably short period of time as the build- 
ing was itself about 50 years old and yet the cost must 
be met out of the rents obtainable from the upper three 
storeys. Each of these contained about 10,000 square 
feet and if we amortize the elevator over say 15 years the 
following computations can be made: 


Estimated cost of elevator $35,000 
Annual capital charges per year over 15 years 2,350 
Add estimated costs of service contract 350 
Total annual cost of elevator say $ 2,700 


The First Approach 
Is So Important 


To help make your first approach (your Daily Star 
Want Ad) attractive and impressive, ask your Daily 
Star Classified representative for a supply of up-to- 
date informative booklets on the preparation of 
Classified Advertising, or call EM. 8-3611. 


The Toronto Daily Star 





For 30,000 square feet this is equivalent to nine cents 
per square foot per year. 


Couldn't be Rented Economically 

From our investigations on the market we found that 
comparable second floor space was renting for about 80 
cents gross or 50 cents net per square foot. The space in 
the building under consideration then could not command 
more than this and due to the congestion and added costs 
of loading and shipping we felt that this particular space 
on upper floors could not, with the state of market de- 
mand existing at the time, be rented economically at all. 


In our report to our clients, then, we pointed out two 
major obstacles to their relocation; first a personnel 
matter and secondly an economic matter. This appraisal 
was done over two years ago and our clients are still in 
their old building, so presumably they felt the problems 
we had raised were worthy of consideration. 


Just one more point with regard to building utiliza- 
tion. We have found that many plants and bulidings in 
Ontario have been added to over the years, often five or 
six times. In appraising these properties we have come 
to realize that their ultimate disposal must be either to 
a speculative buyer who intends to rent space to small 
tenants or to two or more buyers-users. I say ‘“‘two or 
more” because it has been our experience that many 
large old plants cannot be sold in one piece. Therefore, 
in our appraisals we try to visualize logical dividing 
points for sale or rental in smaller sections. Under such 
assumptions the appraiser may not be able to come up 
with one estimate of market value. We have in a recent 
example, for instance, reported to our client that the 
market value of their plant, assuming a sale within six 
months, is $270,000 but that if they decide to expose it 
to the rental market and allow our sales force adequate 
time to find good tenants for the space we feel we could 
sell the property, duly leased, for $325,000. In other words, 
we have put the cards on the table and they can decide 
how to play them and have us kibitzing over their shold- 
ers to advise them as they go along. 


It is hoped that the above rather general article will 
prove of interest and in the next issue we will continue 
the discussion on this topic. 


® Market Value or Value to the Owner ® 


Your appraisal editor, being a lawyer, always considers 
the importance of legal decisions on our work. In our social 
system no meaning can be attached to concepts except 
that given them by the courts of law. After a recent ad- 
dress given on the topic of “value to the owner’, one of 
the appraisers listening (and a very good man) called the 
speaker later and said, “Are there really decisions of 
courts which are binding in Canada and which say that 
courts must estimate not ‘market value’, but ‘value to the 
owner’ in all expropriation matters?” 


The above question is one which your editor has been 
asked a number of times by other appraisers and as it is 
considered to be of the utmost importance, a brief sum- 
mary of the situation is submitted for the consideration 
of all thinking appraisers; it is suggested that we will 
never get an answer to this complex question if we simply 
say, “Oh, we don’t know what value to the owner is; we 
only estimate market value.” 


To start with, the doctrine of value to the owner is a 
creation of the courts; market value is a concept develop- 
ed by economists. Right off the bat then we should real- 


(Continued on page 26) 






EXECUTIVE COMMITTEE 
Dick Whitney, President, Kitchener 


F. N. McFarlane, Vice-President, Ottawa 


Kegional Directors: Wilf Webb, London; Phil 
Seagrove, Hamilton; W. J. Nix, Toronto; 
Bernie Kelly, North Bay; P. H. McKeown, 
Ottawa. 


Secretary-Treasurer: H. W. Follows. 


Hamilton 

Four hundred and twenty realtors 
and salesmen attended the One Day 
Sales Conference held by the Hamil- 
ton Board on November 2. E. M. 
Johnston was the main speaker in the 
morning, his topics being “How to 
Make Money With Words” and ‘How 
to Talk with People’. Mr. Johnston 
is a prominent sales consultant from 
Syracuse, N.Y. The morning session 
was chaired by Albert A. Takefman, 
first vice-president of the Board. 


The noon meeting’s chairman was 
Grant W. Phinney, president of the 
Board. Dick Whitney, O.A.R.E.B. 
president, was guest speaker and pre- 
sented a progress report on the acti- 
vities of the Association. 


“Salesman Sam” Russell of Denver, 
Colorado, was guest speaker in the 
afternoon, and his topic was ‘How 
to be Consistently Successful in Real 
Estate”. C. Gordon Todd was chair- 
man. 


A highlight of the event was the 
attendance of 91 brokers and sales- 
men from Kitchener. 


O.A.R.E.B. Directors Meet 
in Hamilton 

The directors of the Ontario Asso- 
ciation held their second directors’ 
meeting of the year at the Royal Con- 
naught Hotel in Hamilton on Novem- 
ber 1. Although attendance was not 
up to expectations, a great deal of 
valuable work was done by the gath- 
ering. 


The activities and accomplishments 
of the Association were graphically 
outlined in the address presented by 
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Association of 
Real Estate Boards 


Luncheon at Hamilton's one-day sales conference. 


O.A.R.E.B. president Dick Whitney, 
Kitchener. 


The next directors’ meeting will be 
held at the King Edward Hotel in 
Toronto on February 1, and all direc- 
tors are urged to fulfill the respon- 
sibilities of their position by atten- 
dance. 

Following is a summary of Mr. 
Whitney’s address. 


President's Mid-Term Report 
What is the Ontario Association of 
Real Estate Boards? 


Primarily, it is an Association 
which is dedicated to the standardi- 
zation of real estate ethics, i.e. our 
professional relations, our relations 
to our clients, and our relations to 
our customers and the public. 


Secondly, it provides services to all 
the members of all the local Boards 
throughout the province as well as 
to the individual active members in 
whose area there is no local Board. 


Why and when was the O.A.R.E.B. 
formed? 

The Ontario Association of Real 
Estate Boards was incorporated in 
1922; the prime reason for its for- 
mation was the opposition of the 
provincial government to the adoption 
of a license law, there being no pro- 


vince-wide organization sponsoring 
such legislation. I believe there are 
few who realize that the Real Estate 
Brokers’ Act, which was passed in 
1930, came into being as a result of 
the efforts of the Ontario Association. 


Now how many brokers and sales- 
men are there licensed in Ontario? 

A call to Mr. Tanton’s office Octo- 
ber 25 indicated that in round figures 
there were 2,500 brokers and 4,500 
salesmen—a total of about 7,000. 


How many brokers and salesmen 
are there in the Ontario Association? 

Wreford Nix, membership chair- 
man, reports that by last count there 
were 1,101 brokers, 3,242 salesmen 
and 144 individual active members 
for a total of 4,487; 64.1 per cent of 
all licensed real estate people in the 
province are members of this Asso- 
ciation. This percentage would be 
even higher if the figures were based 
on the number of brokers who are 
actively engaged in the selling of 
real estate. 


As an Association how do we stand 
financially? 

Chairman Bert Katz reports brief- 
ly that the financial situation is 
healthy. We have a small surplus 
account and for the year 1956 our 
budgeted income is $32,225. To Sep- 


19 








tember 30 our actual income is $31, 
958, plus dues receivable of $432 for 
a total of $32,390. 


Expenditures were budgeted at 
$28,700, as of September 30 were 
$18,769. Our excess of income over 
expenses to September 30 is $13,621. 
With three months to go, there seems 
little doubt that we should end the 
year in December with a surplus as 
budgeted. 


What has been happening in the 
past few years? 

The Ontario Association had tre- 
mendous growth four years ago when 
your president was Pat Harvey. 
Membership was doubled in that one 
year alone. Since then it has been 
policy to consolidate the existing 
Boards, and the consolidation has 
meant increased membership at the 
local Board level. 


Of the 31 member Boards, I have 
visited 18; some have been joint 
meetings. Before the end of the 
month I will visit North Bay, Sud- 
bury, Sault St. Marie, Port Arthur, 
Fort William and Woodstock. In all 
those visited to date I am happy to 
say that healthy conditions exist, with 
the exception of one. This is a small 





one, and their problems stem from 
within themselves — petty jealousy 
and a lack of trust in their fellow 


realtor. I sincerely hope that it is 
just growing pains. 


I further had the opportunity to 
represent the Ontario Association at 
the Canadian conference in Halifax 
last month. This was a terrific con- 
vention, well organized, well attend- 
ed, and well worthwhile from the 
standpoint of learning. I would be 
remiss not to commend particularly 
two of our Ontario members, Ned 
Rhodes of Ottawa and Pat Harvey 
of Brantford, for the very capable 
manner in which they handled their 
subjects. We should be very proud 
of them. 


In this report: I should like to con- 
gratulate the incoming President of 
C.A.R.E.B.—Jack Stevenson of Win- 
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nipeg—and the two vice-presidents, 
Murray Bosley, Toronto, and Don 
Koyl of Saskatoon. Congratulations 
are also in order for the newly-elect- 
ed regional vice-presidents, and par- 
ticularly Pat Harvey who will again 
represent Ontario in this capacity. 


What is the Ontario Association 
doing this year? 

Your Constitution Committee is un- 
der the chairmanship of H. McKeown 
and they always have their work cut 
out for them at the time of the con- 
vention. At the present time two 
matters are under consideration. The 
one is what recommendation could be 
put forward to ensure proper repre- 
sentation on the Board of Directors 
so as to improve the liaison between 
the Association and the member 
Boards. The second has to do with 
the proper qualifying of individual 
active members. 


Your Public Relations Committee, 
under the chairmanship of Bert Katz, 
have reviewed the possibilities of a 
public relations campaign through 
the Association but now feel that the 
best public relations effort should be 
directed through the _ individual 
boards. With this in mind a direc- 


Photographed at Ham- 
ilton's conference were 
Bert Katz, Ottawa, past 
president of O.A.R.- 
E.B., Dick Whitney, 
Kitchener, president of 
O.A.R.E.B., and Grant 
Phinney, Hamilton 
Board president. 


tive has been sent out to all boards 
outlining the procedure to be follow- 
ed. Good public relations at the local 
level will mean good public relations 
provincially. 

The Speakers’ Bureau Committee, 
chaired by Bernice Kelly, have again 
prepared a list of speakers and sub- 
jects, and the list has been forwarded 
to all Boards. 


Your Standard Forms Committee, 
under the chairmanship of Les 
Smythe, is constantly alert to spot 
weaknesses in existing forms and to 
improve the standard forms used by 
our members. Supplies of all types 
of forms are available to all mem- 
bers from your Association offices. 
The matter under study at the pre- 
sent time is standardization of all the 
listing contracts. 


This year an Ethics Committee 


was formed under the chairmanship 
of Sam Campbell. Sam has develop- 
ed the procedure to be followed and 
this has been approved by your exe- 
cutive. This committee deals only 
with breaches of the Code of Ethics 
of the Ontario Association, which 
code is adopted by all member Boards. 
It is our sincere hope that this com- 
mittee will not have to be too active. 


Your Co-op Listing Committee, 
under the chairmanship of George 
Truman, made a very satisfactory 
report at the recent directors’ meet- 
ing. Volume is down somewhat, but 
financially we are in a slightly strong- 
er position than a year ago. Beside 
providing this listing service, the co- 
op committee is geared to arbitrate 
where disputes arise concerning co- 
ops. If this committee determines 
any branch of ethics then it is turned 
over to the ethics committee. To date 
this year there has been but one ar- 
bitration. 


This co-op service is an excellent 
one and, although still a baby, de- 
serves your support to extend its 
growth. Take advantage of the larg- 
est multiple listing service in Canada! 


Your Editorial Committee, chaired 
by Wilf Webb of London, is develop- 
ing methods by which the Ontario 
section of the Canadian Realtor can 
be improved. Much consideration has 
been given to the reporting of news 
by regions through each of the five 
regional directors. 


Another suggestion from this com- 
mittee was that the Ontario section 
should contain smaller articles in 
summary form and recommended 
that a section headed ‘Pitfalls to 
Avoid’, or some similar subject, be 
investigated as a possible monthly 
feature. Another possibility suggest- 
ed was that the Ontario section con- 
tain a monthly column similar to 
‘Legal Lines’ in the N.A.R.E.B. pub- 
lication. 


As you can see, this committee has 
been anything but dormant in their 
efforts to improve the quality and 
service to you in the editorial field. 


Your Conference Committee is al- 
ready well ahead in the planning of 
the 35th Annual Convention. Chair- 
man of the Standing Conference Com- 
mittee is Fred Corp of Windsor, and 
the Convention Chairman is Roy Wy- 
mark of Ottawa. This will be held 
in Ottawa next March 10, 11 and 12. 
I know you can count on an excellent 
program. Plan now to be there! 


I would like to thank, in behalf of 
the O.A.R.E.B., the Appraisal Insti- 
tute of Canada for changing the date 
of their National Convention for 1957 


from March to February, so as not 
to conflict with the date of our con- 
ference. 


Now I've left to the end the work 
of two other committees, namely, 
License Law and Legislation Com- 
mittee (which were combined this 
year) and the Education Committee. 
These are more of a project nature. 


The License Law and Legislation 
Committee is headed by Pat Harvey 
of Brantford. His sub-committee, 
dealing with Section 50 of the Act, 
is chaired by Andy Hawreliak of St. 
Catharines. It is our sincere hope 
that something concrete will be de- 
veloped by this sub-committee this 
year, and if the amount of time being 
spent on it is indicative, then we shall 
have results. 

It has been an avowed ambition of 
organized real estate to be able to 
assist in the administration of its 
own affairs as far as licensing is con- 
cerned. This year your license law 
committee is concerned with research 
and planning to find a way to accom- 
plish just that. It is realized that 
this matter is quite involved and will 
probably take a few years, but at 
least the subject has been launched 
in the form of a detailed study and 
we are hopeful that a solution will be 
found. 


In the field of education—where 
does the Ontario Association fit? 
Thas was exactly the dilemna we 
were in when we had our first execu- 
tive meeting last March. The Cana- 
dian Association now has a profes- 
sional course through the Canadian 
Institute of Realtors and by corres- 
pondence through the University of 
Toronto. This is the only fully re- 
cognized course in Real Estate in the 
Dominion. It’s tough but it is good, 
and Ontario can be proud of the fact 
that the top three students complet- 
ing the first year were all from this 
province. 

Anyone who plans to make a car- 
eer of the real estate business should 
certainly take advantage of this edu- 
cation now offered. 


Also this year the Ontario Associ- 
ation was asked to co-sponsor a 
course in Real Estate Appraisal I 
and II and a course in Real Estate 
Economics and Urbanization through 
the extension department of the Uni- 
versity of Toronto. The other three 
sponsoring bodies are the Society of 
Residential Appraisers, the Appraisal 
Institute of Canada and the Toronto 
Real Estate Board. Needless to say, 
we are happy to be able to join in 
this education endeavor. 

But now the question remains: just 
what can the Ontario Association do 
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ONTARIO ASSOCIATION OF 
REAL ESTATE BOARDS 


35th Annual Conference, 1957 
Sunday, Monday, Tuesday 
March 10th, 11th and 12th 


Chateau Laurier, Ottawa 


Registration Fee: 


Brokers, Salesmen and Salesladies $35.00 
Wives and Guests 20.00 
Daily Registration 20.00 


Registration fee includes EVERYTHING: ALL BUSINESS SESSIONS 
ALL LUNCHEONS — ALL RECEPTIONS — ALL DINNERS 
FINAL BANQUET — ENTERTAINMENT 


Make cheque payable to 
ONTARIO ASSOCIATION OF REAL ESTATE BOARDS 


You'll be able to enjoy the 1957 O.A.R.E.B. convention in Ottawa more if you know 
that the hotel space you want is all arranged. And the best way to ensure that is to 
register now. Please look over the hotel rates below, make your selection, and send 
both your registration and reservation to Tom Reddick. Be sure that the form below is 


filled out completely, not omitting the time of your arrival so your room can be ready 
when you want it. 


HOTEL RESERVATIONS 








Rooms 
Single Room Double Room Twin Bed Room Single Bed sitting 
with bath. with bath. with bath. with bath. 
Chateau Laurier $8.-$9.50 $13.-$14. $13.-$15 $11.50 
Lord Elgin *$7.-$7.50 *$9.-$10. $ 9.50-$10. — 
Suites 
CNN eee 
Single Parlour, Bedroom Double Double Parlour, 2 Bedrooms 
with bath. with bath. with bath. 
Chateau Laurier $23.00 $30.00 $45.00 
Lord Elgin *$14.00 $16.00 — 





An asterisk indicates shower in place of bath. 


O.A.R.E.B.'s 35th ANNUAL CONVENTION 
MARCH 10, 11, 12, 1957 


OTTAWA, ONTARIO 
TO: MR. TOM REDDICK, 
Registration Chairman, 
c/o Ottawa Real Estate Board, 
303 Waverley St., 
Ottawa, Ontario. 


1 plan to attend the conference, and enclose my cheque for $ i to cover the regis- 
tration fee. It is understood that in the event | am unable to attend, this advance will be re- 
funded to me, provided | advise you before March |, 1957. 


NAME .... STATUS 
ADDRESS CITY & PROV. 

| am a member of the Board. 

Hotel (Ist choice) ; Accommodation required 
Arrival date and time . Departure date and time 


Below | have indicated exactly how | would like my name to appear on my identification badge: 


MY NAME WIFE'S NAME 


pe ce a a se ee 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
(Broker, Salesman, Guest) | 
| 
| 
| 
| 
| 
| 
| 
| 
| 
ail 
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The Ontario Association 
of Real Estate Boards 
35th Annual Conference 


DISPLAY CONTEST 


This year’s exhibit will be open to all agent members of 
O.A.R.E.B. We cordially invite you to take part and 
look forward to seeing your Display. 


1. All entries must be shipped to the Headquarters 
office of the Convention, not later than Saturday, March 
9th, 1957, and no entries will be accepted after that 
date. Following is the address: 


O.A.R.E.B. Display Committee, 
Hal Hallonquist, 

Chateau Laurier Hotel, 
Ottawa, Ontario. 


2. A plaque will be awarded to the best single exhibit of 
the show regardless of classification. This plaque is to 
be kept by the winning display entrant. Other awards 
will be recognized by ribbons. 


3. Due to limited space we would ask the exhibitors to 
send displays that will cover no more than 4’ x 8’ and 
preferably smaller. 


4. Judging will be on both group and individual items. 
Single items will be placed under different miscellaneous 
categories. 


5. While it is not mandatory, it will facilitiate the as- 
sembling of the material by the committee and accrue 
to the benefit of the exhibitor if the material is presented 
in an attractive manner. For example, in many instances 
cellophane or page protectors can be used to advantage. 


6. All materials submitted (preferably in duplicate) 
must be unmounted and shall be limited to:— 


(a) Classified advertising 
(b) Display advertising (newspaper or window) 
(c) Direct mail pieces such as:— 

(1) Sales letters 


(2) Brochures (residential, industrial or com- 
mercial or subdivision) 


(3) Postcards 
(4) Self-mailers 


(d) Listing forms and applications to purchase 
(e) Sales Aid 


If you have any good idea not covered in the above, 
please submit it and we will make every endeavour to 
display it. Gather together samples of your best ma- 
terial and join with your fellow Realtors in displaying 
your outstanding ideas. Don't be disappointed. Get your 
material in early. 





on its own concerning education? 
Under the capable chairmanship of 
Norm McFarlane is was decided that 
our best service could be rendered 
by compiling study material and a 
form of examination for both active 
and associate members of the mem- 
ber Boards. This is what has been 
done and the initial draft has been 
approved by your board of directors. 
This committee is now preparing an 
examination, in conjunction with 
study material, for individual active 
member applicants. If, as and when 
this is approved, it is reasonable to 
assume that membership will not be 
granted merely on application. I 
personally think that this is wonder- 
ful and is certainly a step in the 
right direction. 


The suggested examination is sup- 
plied by the Ontario Association of 
Real Estate Boards to its member 
Boards for use is setting active mem- 
bership examinations at the local 
levels. 


It may be considered by local 
Boards that this examination is too 
short, too intensive, or too difficult 
for their requirements, and the On- 
tario Association wishes to mention 
that the exam may be edited or 
shortened at the local level. 


It should be pointed out that any 
applicant to any Real Estate Board 
should be given sufficient time to 
prepare for this or any similar exa- 
mination, and should be supplied with 
study material at a price to be deter- 
mined. 


The study kit contains: 


1) Fundamentals of Real Estate, 
Appendix “A”—James I. Ste- 
wart, Editor, OR Fundamentals 
of Real Estate, Appendix “B’’. 
John Doe forms a Contract and 
Agency Law as applied to the 
Agreement of Purchase and 
Sale, etc., Appendix “C” includ- 
ing general instructions for 
writing Offers; legal obligations 
of Broker and Salesmen; agency 
relationship as it applies to 
Brokers; responsibilities of the 
Agent; financing. 

Central Mortgage and Housing 
Corporation Dictionary of 
House-Building Terms. 

Real Estate Salesman’s Hand- 
book, National Association of 
Real Estate Boards. 

This material is then supplemented 

at the local Board level with— 

(i) Local Board constitution, 
photo co-op rules and regula- 
tions, commission rates and 
standards of practice and code 
of ethics. 
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(ii) Optional material — how to 
write real estate want ads, and 
any other material the local 
Boards desire. 


Many of you may wonder if this is 
necessary. It is. In many Boards to- 
day there are examinations and some 
of the answers given are appalling. 
[his should not be and it is a serious 
situation. These people are licensed 
as salesmen for the biggest business 
in the world. It’s no wonder that we 
so often have to apologize for our 
profession, and we will continue to do 
so until we educate ourselves suffici- 
ently to be recognized as professional 
people. It seems too bad that the 
licensing body is not doing it, but if 
they are not it is up to your Associ- 
ations to attempt to do the job. We 
have created the progress in the past 
34 years, and we will again accept 
the challenge. 


There is a quotation by Charles 
Dickens that appears each month in 
the Canadian Realtor on which I 
think it wise to reflect: 


“It is well for a man to re- 
spect his own vocation, whatever 
it is, and to think himself bound 
to uphold it and to claim for it 
the respect that it deserves.” 


Toronto 

At the Toronto Board’s October 
meeting, it was agreed that though 
trade-ins on homes may be feasible 
in the U.S., they are not yet neces- 


sary to complete realty transactions © 


in the Toronto area. Bert Willough- 
by, moderator of the panel discussing 
the problem, pointed out that com- 
mitment to such a policy would re- 
duce a realty firm’s ability to adjust 
to changing economic conditions. A. 
Van Giezen suggested that the 
present tight money situation might 
reduce a seller’s chances of getting a 
good deal, since a realtor would not 
risk a deficit himself if he could help 
it. C. E. Sparkham stated that if a 
realtor does give a guaranteed price 
for an older home, he should meet 
that price, even if it leaves no profit 
for himself. He should leaven the 
sale of older house and his profit 
from the sale of the newer house to- 
gether. George Ridout admitted his 
firm has yet to make money on a 
trade-in. “We guarantee a price to 
the home owner and if it is not met 
by the purchaser we make up the 
difference. You can’t go into the 
home trade-in plan with the idea of 
making money.” 


Harold Tanton, registrar of the 
Real Estate Brokers Act for the On- 
tario government, said “We are 
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watching the trade-in values of older 
homes and have found at least one 
firm that is offering ridiculous prices 
on trade-ins and then they are not 
able to meet them. The seller enters 
into an agreement which is usually 
signed by an executive of the firm 
and is worth the face value—pro- 
viding they can get it.” 


Toronto Board is taking steps to 
find out exactly what people want in 
homes. In conjunction with the 
Building Centre of Toronto, they 
have distributed 100 questionnaires 
to each of three main groups of 
people—-women, men and teenagers. 
We hope to publish the result of 
this experiment in a later issue. 


Ottawa 


Photo co-op sales conducted by the 
Ottawa Board have already exceed- 
ed last year’s sales by 40 per cent, it 
was announced at the Board’s meet- 
ing in mid-October. Guest speaker at 
the meeting was Allen Crossley, 
architect, who spoke on ‘“Today’s 
Trend in Homes”. He emphasized 
particularly what comprises an ideal 
neighborhood. 


Fort William 

Fort William’s multiple listing ser- 
vice has elected Stan Cooke as chair- 
man, Van bailey, vice-chairman, and 
Thomas Fry, Stephen Foster, George 
Babcock and John Laban as direct- 
ors. L. A. Grant is past chairman. 
Total co-op sales since the service’s 
inception at Fort William two years 
ago has reached $212 million. 


Guelph 

The Guelph and District Real 
Estate Board held their monthly 
meeting October 15. D. A. Mc- 
Dougall, vice-president, presided, and 
P. J. Morris was speaker. Mr. Morris, 
a prominent Guelph lawyer, chose as 
his subject “The Proper Procedure 
in Preparing an Agreement for Pur- 
chase and Sale”. 


Toronto 

The Toronto Board welcomed its 
2,000th member on November 8 at 
its meeting at the King Edward 
Hotel. The new member of the Board 
which is itself 35 years old, is Ernest 
W. Dempster. Mr. Dempster was 
presented with a plaque by Mayor 
Phillips. 


Feature of the meeting was a 
panel discussion on planning, zoning 
and redevelopment in the Metro 
area. Panelists were Matthew Law- 
son, Toronto’s director of planning; 
M. V. Jones, secretary-treasurer of 


the Metro Planning Board; and Prof. 
Gordon Stephenson, head of the Uni- 
versity of Toronto’s division of town 
and regional planning. 


Afterwards, President Cliff Rogers 
selected the winner of a draw for a 
$100 Canada Savings Bond. 


EVERYBODY 
reads the 


Spectator 


There are more Spectators sold 
in Hamilton DAILY than there 


are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 


THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 





CANADIAN 
Business Opportunity 
“Picture Advertising 


AND 


Classified Monthly 


Subscribe now 


It can help you increase your 
sales. Only $3.00 for 12 months 
subscription. 

We have the largest selection of 


businesses for sale in all Provinces in 
Canada. Coast to Coast coverage. 


Write for information and pic- 
tures of businesses for sale in 
your area. 


“Canadian Business Opportunity" 
Room 405, 
109-8th Ave. East, Calgary. 


Information Free to all Realtors, Banks, 
and Trust Companies. No obligation. 
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Clarence G. Langrill, 
Yorkton 

Mr. Langrill must be the patriarch 
of the real estate and insurance pro- 
fessions in Yorkton—he has been ac- 
tive in them since 1912. He was born 
in Cooksville, Ontario, and educated 
in Toronto and Winnipeg. 


He served on Yorkton City Council 
from 1946 to 1954, and was mayor 
for nearly all of that period. Cur- 
rently, he is both dominion and pro- 
vincial director of the Air Cadet Lea- 
gue of Canada. He is second vice- 
president of the Saskatchewan Motor 
Club, and is a director of the Sask- 
atchewan Real Estate Association. 


Mr. Langrill has seen Yorkton grow 
from a small prairie town to one of 
the west’s most rapidly expanding 
communities. Its small population of 
8,500 does not indicate the importance 
it plays in the life of its surrounding 
area, for it is the main shopping, 
judical, wholesale and distributing 
centre for the vast north-eastern 
section of the province of Saskatche- 
wan. During the past decade its 
commercial outlets and homes have 
doubled in number. All buildings in 
Yorkton, by the way, are assessed at 
60 per cent of their value as at 1939, 
not at present day values. 


Clarence Langrill has seen and 
participated in this growth, and in- 
deed can claim much credit for it, 
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Real Estate 
Association 


through his widely-kKnown and re- 
spected activities as a realtor in the 
last 40 years. 


Congrats to C.A.R.E.B. Officers 

At their last meeting members of 
the Saskatoon Real Estate Board 
unanimously gave their congratula- 
tions to two Saskatchewan Realtors 
who are on the C.A.R.E.B. executive 
for 1957: Don Koyl, Saskatoon, now 
a national vice-president, and Stan 
Clear, Regina, regional vice-president 
for Saskatchewan. 


1959 C.A.R.E.B. Conference at 
Saskatoon 
Plans for holding the 1959 C.A.R.- 


EXECUTIVE COMMITTEE 


President—H. D. Link, Saskatoon. 
Ist Vice-President—Ed Bennett, Regina. 


2nd Vice-President—W. D. Taylor, 
North Battleford. 


Directors: C. G. Langrill, Yorkton; W. J. 
Johnston, Swift Current; Mrs. Fern Pave- 
lick, Prince Albert; G. Medhurst, Wilkie; 
Mrs. Helen McDonald, Regina; R. P. 
Klombies, Saskatoon; Ed Hudson, Moose 
Jaw. 


Secy.-Treas.—L. Wickett, Saskatoon. 


Publicity Chairman—Mrs. Bernice Norman, 
Saskatoon. 


E.B. convention at Saskatoon have 
been confirmed by the S.R.E.B. Final 
dates will be determined later, but 
members are looking forward to this 
opportunity to serve the cause of or- 
ganized real estate in Canada. 


Link Tops Co-op Sales 

Harry Link, president of S.R.E.B. 
and owner-manager of Capitol Real 
Estate Ltd., headed Saskatoon for 
September and October in the Saska- 
toon co-op sales volume contest. His 
sales topped his nearest competitor 
by over 30 per cent. Runners up were 
Joyce Cadman of Campbell and Hali- 
burton, Jim Bruce of Koyl’s and Bill 
Russell of Trotter and Company. 
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Vancouver First Board 


Members of the Vancouver Real 
Estate Board highlighted their Real- 
tor Week activities of October 22 to 
27 by presenting to Mayor F. J. Hume 
a minute book of the first Board 
formed in 1889. 


The book, discovered in the vault 
of a trust company, substantiates a 
claim that the Vancouver Board 
could now be the oldest in Canada. 
The document proves that the first 
real estate Board was formed on 
March 14, 1889. Previously it had 
been generally thought the first 
Board was the Vancouver Real Estate 
Exchange, set up in 1918. 


The document, a beautifully pen- 
ned minute book which recorded the 
work of the short-lived board—it 
dissolved June 6, 1889—includes a 
price list of business sites in the 
downtown area in the CPR townsite. 


In 1889, a section of the site of the 
new multi-million dollar B. C. Elect- 
ric Building at Nelson and Burrard 
could be bought for $470 with $170 
down and the rest in 12 months at 
an interest rate of six per cent. 


A businessman could buy up lots 
on Hornby north of the Hotel Van- 
couver for $620 with a $200 cash 
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down payment. Or he could locate in 
the blocks bounded by Pender, Hast- 
Princess and Campbell—then 
the heart of the business section— 
for $520 a lot, $186.66 down. 


A map of the city limits shows the 
town centred on the peninsula be- 
tween False Creek and Burrard Inlet. 
Only a few sites were scattered along 
Fourth Avenue, across the old Gran- 
ville Street bridge, and those could 
be bought for $100 a lot, $10 down 
and $5 a month. 


The minute book itself, faithfully 
recorded in a spidery India ink by a 
J. M. Whitehead, shows that Board 
meetings are Board meetings, wheth- 
er in 1889 or 1956. Committees and 
promotional schemes abounded. Much 
time was taken up in heated discus- 
sions triggered by indignant board 
members on the unethical conduct of 
other members. There was a general 
feling that the city council, led by 
Mayor Oppenheimer, and the Board 
of Trade could be more co-operative. 


The names of the early Board 
members are hard to make out. 
President was E. V. Bodwell and 
members included Granville, Ceperly, 
Douglas, Talow and Gravely. 


The early meetings centred on ac- 


Vancouver's Mayor Fred Hume, Vancouver Board President Art Jacobson, and Alan Creer, sec- 





retary of the Vancouver Board, examine the minute book of the first real estate Board in Canada, 
formed at Vancouver in 1889. 


commodation and the constitution. 
The board decided to take the rooms 
over McLennan and McFeeley’s on 
Cordova at $25 a month rather than 
those opposite the Leland Hotel at 
$45. A telephone was installed and 
a permanent secretary hired. 


Then it settled down to the prob- 
lem of the immigration sheds. Mr. 
Ceperly suggested that a room for 
accommodating immigrants be set 
up at the CPR Station. He said 
many immigrants ‘‘thought desirable” 
could possibly be persuaded “to 
stop off at Vancouver instead of 
continuing to Seattle and Tacoma”. 
The scheme later fell through when 
the board of trade and city council 
were found cool to the idea. 


There was the special edition on 
Vancouver proposed by the Oregon- 
ian Weekly. The paper needed a 
guarantee of 10,000 copies and had 
sold 6,000. It wanted the board to 
guarantee the sale of the other 4,000 
copies. Again the board of trade and 
city council were unco-operative and 
the paper turned down the board’s 
offer of $300. 


And then there was the horrible 
matter of “The Letter’. The letter is 
not identified, but the minutes state 
that one board member opened a let- 
ter addressed to another board mem- 
ber “by mistake” and promptly used 
the contents as evidence in a law suit. 
The board ordered the member re- 
turn the letter with an apology and 
“requested he abstain from using the 
letter as evidence in any action”. 
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However, the member decided the 
letter was ‘too valuable” to return. 

By this time the minutes were regu- 
larly recording absenteeism and “lack 
of interest’ among the members. A 
regulation prohibiting splitting com- 
missions with non-board members 
was regularly being broken. Attempts 
were made to strike out the regula- 
tions and to lower the membership 
fee from $150 a year to $25. 


In a final stormy session, Mr. Bod- 
well put Mr. Granville in the chair 
and said “if all members strictly ob- 
serve the by-laws, the association 
would be of great benefit to all’. 


Sunday Showings Controversy 

Unusual interest in the controver- 
sial “Sunday Opens” attracted 298 
members of the Vancouver Real 
Estate Board to a luncheon discus- 
sion at which six active members ex- 
pressed views. Under the chairman- 
ship of Arthur Jacobson, president 
of the V.R.E.B., three members spoke 
in favor of Sunday openings, three 
against. 


Claiming that Sunday business does 
not add any sales to the weekly re- 
cord was Mrs. Ben Sperling. She told 
the audience that Canada’s banks 
discovered some years ago that clients 
can ke educated to do all of their 
banking business in hours that are 
set by the banks. 


“Our directors,” she said, “should 
take the final democratic step to re- 
cognize the rights of the majority 
and amend the by-laws to prohibit 
Sunday showings.” 


Gordon Patterson contended that 
members have a service to offer and 
if the client demands Sunday service, 
that accommodation should be pro- 
vided. As an example he cited the 
growing trend to family shopping in 
the retail field as he explained that 
Sunday is an ideal day for families 
to inspect homes. 


Douglas Barlow felt that what was 
needed was more salesmanship to 
persuade Sunday viewers to do their 
looking during the week. In this he 
was opposed by Ken Lorsch who 
claimed that Sunday is an ideal time 
to show a home. 


A novel reason for Sunday show- 
ings was advanced by John Hawkins 
who blamed “the competition’. He 
said that is the competition could be 
persuaded to drop all Sunday show- 
ings the problem would solve itself. 
In opposing the Sunday sales, Bert 
Edwards said that under proper regu- 
lations the law against Sunday selling 
can be made to work. 


No vote was taken and no decision 
was reached. The matter will be 
aired further. 


Halifax-Dartmouth 


A general meeting was held at the 
Lord Nelson Hotel Tuesday evening, 
October 23, when 39 members at- 
tended. 


Following a brief report on the 
C.A.R.E.B. convention by the secre- 
tary, President A. Sheffman outlined 
plans for the re-organization of the 
Halifax-Dartmouth Real Estate 
Board so that it might make a much 
greater contribution to its members 
and the community at large. 


The President stated that as a re- 
sult of the annual meeting of C.A.- 
RB: 


(a) There was a greater degree of 
interest by local realtors; 


(b) That a Co-operative Listing 
System should be established; 


(c) That a determined effort be 
made to obtain provincial legisla- 
tion; 

(d) That a constitution and by- 
laws be drawn up; 


(e) That a high standard of ethics 
be sought. 


There was general agreement on 
these points. 


Upon motion it wds resolved by a 
vote of 28 to four, that the provincial 
constitution and by-laws submitted 
and discussed at this meeting be 
adopted, except for Article 11 con- 
cerning commissions which would be 
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determined at a subsequent general 
meeting. 


The following were unanimously 
appointed the membership committee 
and instructed to make recommenda- 
tions to the next general meeting 
respecting the requirements for ad- 
mission to membership: J. S. Roy, 
George Schurman; Charles Piper, A. 
Sheffman and Mrs. Margaret Speed. 


sets up a million dollar revolving 
fund to be generally used for pro- 
jects where the city holds some 
property. The money would be used 
to buy other property and assemble 
it with services provided for develop- 
ment by private enterprise as in- 
dustrial, commercial or housing pro- 
jects. This by-law was defeated at 
the polls a year ago, and council is 
seeking advice before resubmitting it 





prise. But it approves of the idea 
that the city take over run-down 
property which, if left alone, would 
not be improved. 


2) That the by-law be for 10 years. 
This will allow the city to use the 
experience gained during the initial 
period in a larger scheme. 


3) That land be sold by public 


Vancouver 

Changes recommended by the Van- 
couver Board in a proposed million- 
dollar land assembly by-law have 
been approved in principle by the 
Vancouver City Council. The by-law 


Appraisal Section 
(Continued from page 18) 
= 


ize that value to the owner is not subject to clear-cut 
definition. Also, we should realize that the doctrine is 
not new in Canada. For instance, in the well known 
Pastoral Finance case in 1914, the Privy Council used the 
following words: . 


“The appellants were clearly entitled to receive compen- 
sation based on value of the land to them.” 


Again in a case, Lake Erie & Northern Railway Com- 
pany v. the Brantford Golf & Country Club in 1916, the 
Ontario Supreme Court says: 

“It does not follow, of course, that the owner whose 
land is compulsorily taken is entitled only to compensa- 
tion measured by the scale of the selling price of the land 
in the open market. He is entitled to that in any event, 
but in his hands the land may be capable of being used 
for the purpose of some profitable business which he is 
carrying on or desires to carry on upon it and in such 
circumstances it may well be that the selling price of the 
land in the open market would be no adequate compen- 
sation to him for the loss of the opportunity to carry on 
that business there.” 


In a very recent case before the Appellate Division of 
the Supreme Court of Ontario, decided in 1956, one of 
the judges commented on the fact that the appraisers 
did not consider the basic principle of ‘value to the 
owner”. He said, “It is apparent that the evidence given 
by the real estate brokers . is almost worthless.” 
There have been many other decisions over the years 
which reiterate the dictum that courts must estimate 
value to the owner. 


Before we, as appraisers, decide that we should esti- 
mate market value only and not try to assist the court 
as to what “value to the owner” is, it is suggested that 
we ask ourselves whether we want a judge to say that 
our evidence “is almost worthless”’. 


Much more could and should be said on this matter and 
it is hoped that not only will appraisers and realtors 
write the editor about it, but also that in the not too 
distant future the question will be included in the program 
of our real estate or appraisal conventions. Let’s get this 
thing out in the open and see what it is all about. The 
courts have said that we should be giving them evidence 
on which they can base an award for “value to the 
owner”; it is suggested we should be doing all we can 
to help them. 
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in forthcoming elections. 


Vancouver Board recommended: 


1) That the city not assemble land 
which could be developed “within a 
reasonable time” by private enter- 


tender after independent appraisal. 


4) That before any “substantial” 
investment is made, the city should 
get a report on the proposed develop- 
ment from the town planning com- 
mission. 


‘Revolutionary’ Office 
Building for Toronto 





A $4 million office building of revolutionary design 
will be built at the southwest corner of Bloor and Jarvis 
Streets in Toronto, it has been announced by Gibson 
Bros., Toronto realtors. 


The building, designed in the shape of a cross, will be 
erected with Canadian capital and will be owned by a 
new corporation to be known as Glenmore Holdings Ltd. 
Architects are Bregman and Hamann, who have employ- 
ed the design after extensive studies of similar buildings 
recently erected in Pittsburgh. “We believe that this 
building will set a new trend in office building design in 
Toronto,” George Hamann has said. “Rather than making 
tenants conform to the building, this design provides for 
their most likely requirements and provides flexibility 
for their changing space needs.” 


A radical departure from conventional office building 
design, it will contain such unusual features as a patio 
with landscaping treatment at the third floor level. 


Goodwin Gibson, whose firm will be acting as rental and 
management agents with W. H. Bosley & Co. as co-brokers, 
said the site was acquired for $350,000. The building is 
scheduled for completion by December, 1957. 
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GENERAL 
REAL ESTATE 


e CORNWALL, ONT. 


Dominic A. Battista, Realtor, 
634 Augustus St., 
Cornwall, (the Seaway City). 


FOR REAL ESTATE 
SALES 


e BRANDON, MAN. 


Hughes & Co. Ltd., 
125 - 10th Street. 


e CALGARY, ALTA. 


Burn-Weber Agencies, 
218 Seventh Ave. W. 


e EDMONTON, ALTA. 


Spencer & Grierson Ltd., 
301 Northern Hardware Bldg. 


e NIAGARA FALLS, ONT. 
David D. McMillan, 
1916 Main Street. 
e OTTAWA, ONT. 
Brownlee & McKeown, 
63 Sparks St.—Central 2-4203. 
e OTTAWA, ONT. 


A. H. Fitzsimmons and Son, 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 


e PETERBOROUGH, ONT. 


Irwin Sargent and Lowes, 
441 Water Street. 


e WINDSOR, ONT. 


Alex. E. Hoffman, 
930 London St. West. 


e CALGARY, ALTA. 


L. T. Melton Real Estate, 
614 - 8th Ave. W., 
Mobil Oil Bldg.—Phone 62251 


e CALGARY, ALTA, 
Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 

e EDMONTON, ALTA, 
Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 

e MONTREAL, QUE. 
Realty Sales Company, 


1499 Bishop St.—AVenue 8-8533. 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


e EDMONTON, ALTA. 


Don Reid Real Estate Co., 
11563 Jasper Avenue. 


e FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
1215 May Street. 


e HALIFAX, NS. 
Roy Limited, 
Roy Building. 


e REGINA, SASK. 


W. Clarence Mahon, 
350 Western Trust Bldg. 


e TORONTO, ONT. 


Barry E. Perlman & Co. Ltd., 
972-4 Eglinton Ave. West. 


e WINDSOR, ONT. 
Alex E. Hoffman, 
930 London St. West. 


e EDMONTON, ALTA. 


Weber Bros. Agencies Ltd. 
10013 - 101A Ave. 


oe MONTREAL, QUE. 
Realty Sales Company, 
1499 Bishop St.—AVenue 8-8533. 


FOR FARMS 
AND RANCHES 


e KAMLOOPS, B.C. 
George C. Hay Ltd., 
418 Victoria St. 


FOR IDEAL 
STORE LOCATIONS 


e FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
1215 May Street. 


FOR APPRAISALS 


e CALGARY, ALTA. 
Ivan C. Robison, B.A., LL.B., 
613 Lancaster Bldg. Phone 63475. 


e EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013-101A Avenue.. 


e TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 


e CALGARY, ALTA. 
Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 


e MONTREAL, QUE. 
Realty Sales Company, 
1499 Bishop St.—AVenue 8-8533. 


FOR SUMMER 
PROPERTIES 
° MUSKOKA, ONT. 


Francis J. Day, 
Port Carling - Phone 84. 











FOR PROPERTY 
MANAGEMENT 


e HALIFAX, N.S. 
Roy Limited, 

Roy Building. 
VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


e WINDSOR, ONT. 
U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 


WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. 


and 
Appraisal Institute of Canada 


MELTON REAL ESTATE LTD. 


Edmonton 10154 - 103 St. 
Phone 47221 


Rates for Advertising 
In the Real Estate 


Directory: 
Per 
Issue 
2 lines — 12 issues ; $3.00 
2 lines — 6 issues : $3.50 
2 lines — less than 6 issues 4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 


Edmonton Land Co. Ltd. 


Farm lands, city properties, industrial sites 
1 MacDougall Court, 
10062 - 100th Street 


Edmonton, Alberta 
Manager - J. W. Sherwin Phone 22655 


R. A. DAVIS & CO. 
REAL ESTATE APPRAISERS 
AND CONSULTANTS 
R. A. Davis, M.A.L, A.U.A., S.R.A. 


357 Bay St. 13 George St. 
Toronto, Ont. Brantford, Ont. 
EMpire 8-9484 -1513 





Hanks & Irwin 
ARCHITECTS 


2848 Bloor St. W., 
TORONTO 
RO. 6-4155 


Walter Smith & Co. 
Accountants & Auditors 


2461 Bloor St. West, 
TORONTO 
RO. 9-4113 


Rates for Professional Listings 


For six insertions 
For twelve insertions 


ceeseees $50.00 
cveeee $80.00 








Brokers 
Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 


Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


® Show your property to 6,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


® Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 


vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 
One page $140.00 $125.00 $110.00 
Two-thirds page sie 118.00 104.00 99.00 
Half-page 84.00 74.00 64.00 
One-third page 64.00 57.00 54.00 
One-quarter page . 59.00 52.00 47.00 
One-sixth page 40.00 35.00 30.00 
One-eighth page 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the |5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 








